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FINAL CALL for 


Credit and Financial Executives to Register for... 


THE 1960 GRADUATE SCHOOL OF 
CREDIT AND FINANCIAL MANAGEMENT 


Designed to help you... 


. perform your 
present jobs better 


. prepare for 
greater responsibilities 


. Improve your ability to 
solve problems and 
make decisions 


For Further Information: 
Clip Coupon and mail today 


William P. Layton, Executive Director 
GRADUATE SCHOOL OF 

CREDIT AND FINANCIAL MANAGEMENT 
44 East 23rd St., New York 10, N. Y. 


Please send me free illustrated booklet giving detailed informa- 1960 SESSIONS 
tion about the Graduate School 


Choice of two locations 


| 
Company STANFORD UNIVERSITY DARTMOUTH COLLEGt 


treet 
aes June 26-July 9 July 31-Aug. 13 


Enrollment Limited 
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REMINDER 


The Editorial and Advertising Of- 
fices of Credit and Financial Manage- 
ment Magazine are now at the new 
headquarters address of the National 
Association of Credit Management: 


44. East 23rd Street 
New York 10, N.Y. 


The above is the new address of all 
NACM §sservice corporations, Credit 
Research Foundation, Inc., the Com- 
mercial Claims Division, Credit Inter- 
change Bureaus, and The National 
Institute of Credit. 

All editorial and advertising com- 
munications and material for the 
magazine should be directed to the 
new address. 





In the News 


WarRREN K. Younc, controller, 
The Denver Post, has been ap- 
pointed national chairman of the 
technical advisory board of the In- 
stitute of Newspaper Controllers 
and Finance officers. Mr. Young also 
served on the Institute’s executive 
and cost committees. He is an active 
member of the Rocky Mountain 


| Credit Men’s Association at Denver. 


WALTER MITCHELL, Jr., has been 
named executive director of the So- 
ciety for Advancement of Manage- 
ment. At one time he was managing 
director of the Controllers Institute 
of America and research director of 
the Controllership Foundation. 


Wittram = Woop.anp, formerly 
editor The Standard, New England 
insurance weekly, is now executive 
vice president of the Mutual Fire 


Insurance Association of New Eng- 
land. 


Dr. H. B. Maynarp, president of 
H. B. Maynard & Co., Inc., Pitts- 
burgh, has been elected president of 
the Association of Consulting Man- 
agement Engineers. 


Everett D. WILLIAMS, president 
of S. E. Williams Supply Company, 
has been named president of the 
Greater Uniontown (Pa.) Chamber 
of Commerce. 





Extend your market penetration... your 


profit protection ...with American 
Credit Insurance 





»..commercial credit 


wou 


Srecmnanesemennnnerenaannstt 


Like a ship, a business transaction isn’t worth 
much until it’s completed . . . when your in- 
voice is paid. After you’ve made the sale and 
the shipment, AMERICAN CREDIT INSURANCE 
helps you finish the job. . . completes your 
profit cycle... protects your capital investment 
in accounts receivable. 


The one thing that permits deeper market 
penetration is security... the security of com- 
mercial credit insurance. AMERICAN CREDIT 
INSURANCE facilitates sales progress . . . helps 
you add more new customers, sell more to pre- 
sent customers . . . by elevating lines of credit 
with security and stability. 


Is your credit insurance policy up-to-date? 


Call your insurance agent. . . or our 
local office. Send for informative 
booklet on the many sound advan- 
tages of modern credit insurance. 
Write AMERICAN CREDIT INDEMNITY 
Company of New York, Dept. 47, 
300 St. Paul Pl., Baltimore 2, Md. 
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EDITORIAL 


Credit and Business Counselor 


HERE has long been a fallacious theory that an office boy can handle 50 per 
cent of a company’s credit accounts, the bookkeeper 25 per cent, and that 
a capable credit manager is needed to take care of only the 25 per cent 
remaining, which might be special or borderline accounts. That theory is folly! 
The confusion in public thinking from such attractively sounding but economi- 
cally false ideas causes losses and jeopardizes building of profitable credit sales. 

The purpose of credit management, and the desire of business management, is 
to approve maximum sales volume with minimum collection charge-off. To that 
end, credit management must counsel customers in all phases of credit, financial, 
economic, insurance and business trends. 

We know of hundreds, perhaps thousands, of credit managers who continu- 
ously render such services. They are truly worthy of the title of “manager of 
credit sales” or “credit executive.” 

Unfortunately, there are also hundreds, perhaps thousands, of men and women 
at credit desks who are not doing such constructive work. 

Every real credit executive, equally as alert as the best sales manager, is eager 
for profitable sales volume. Such credit executives recognize that their duties go 
far beyond investigation of credit sales, supervision of accounts receivable 
records, details of collection follow-up, the occasional filing of a proof of claim, 
and possibly office management. They include protection of the sources of dis- 
tribution by all means possible, broad as the individual problem may be. Thus, 
they qualify as “credit and business counselors.” 

Let’s look at just one common fatal deficiency in performance. 

For years I have insisted that the best indication of change in buyer status 
may be found in frequent analysis of its accounts payable ledger. When a cus- 
tomer becomes 50 per cent past due, he has about one chance in twenty to 
survive another twelve months of operation. My pet peeve is the credit man- 
ager who sits idly by, watching a customer’s past-due indebtedness increase to 
10 days slow, to 30 days, to 60 and 90 days, while step by step, day by day, that 
sales outlet is eliminating itself, until it becomes a source of profit only to those 
who thrive on liquidations or the administration of bankruptcy. 

Then the sales representatives will spend many times as much as was originally 
involved, to develop a new account to make up the sales deficit. 

Seven out of every ten such liquidations can be avoided by cooperative effort 
of credit executives. 

Your Association of Credit Management, with units in 146 major markets, 
with over 35,500 members, operating 1,200 Industry Credit Groups, provides 
facilities for detection of warning signals. At our 64th Annual Credit Congress, 
May 15-19, at St. Louis, Mo., more than 25 national Industry Groups will meet. 
The real leaders of the credit fraternity will be there, to coordinate sales-credit 
techniques for greater volume and increased profits. Your local Association 
secretary will arrange your registration and reservation. 








me 
EXECUTIVE VICE PRESIDENT 


CREDIT AND FINANCIAL MANAGEMENT, March, 1960 





THE MARCH COVER 


‘7 HEN disaster struck a customer 
with both fists—a left jab to 
capital assets by politically-inspired 
open warfare in a neighbor country, 
a right hook to the growing crops 
by repetitive freezes—the debtor 
wisely ignored advice that he file 
in bankruptcy and instead sought 
the counsel of his suppliers. 

Constructive credit management 
went to work. Under the plan 
evolved by an informal committee 

of creditors, customer has been re- 
) stored to the status of a worthy sales 
outlet. 

Details, with emphasis on the all- 
important visit to the customer, are 
described on page 12 by Albert G. 
H. Hanssen, Jr., general credit man- 
' ager of The Davison Chemical Com- 
pany, Division of W. R. Grace & 
Co., Baltimore. 

With him in the cover picture are 





W. N. Watmouth, Jr., (seated), vice 
president of Davison Chemical, and 
/A. C. McCall (right), assistant gen- 
eral manager of Davison’s Mixed 
Fertilizer Division. 

Mr. Watmouth has devoted his 
entire business career to the plant 
foods industry, successively plant 
foreman, superintendent, industrial 
relations director, works manager, 
and for the last several years vice 
president and general manager of 
his Division. 

Mr. McCall, a graduate of the Uni- 
versity of Maryland, served in 
branch locations as salesman, assist- 
ant to the manager, and manager of 
a plant complex in Missouri. For 
several years he has been executive 
officer and more recently assistant 
general manager of the Mixed Fer- 
tilizer Division. 

Mr. Hanssen, with the company 
22 years, is also controller of the 
Mixed Fertilizer Division. A bio- 
graphic sketch is on page 12. 
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Washington 


@ Tax LEGISLATION to permit more liberal 
depreciation allowances on business equipment 
funds was proposed by President Eisenhower in 
his Budget Message to Congress. The legislation 
would tighten rules of resale of equipment and 
reduce the potential profit from the sale by in- 
creasing the tax on it, providing a safeguard 
for more generous write-offs on equipment costs. 

The President also proposed one-year post- 
ponement of two tax reductions scheduled for 
June 30, one repealing the 10 per cent tax on 
local telephone calls, the other halving the 10 
per cent tax on travel by air, rail and bus. 

He suggested an increase in the premium that 
savings and loan associations must pay for Fed- 
eral insurance coverage of their savings. He ad- 
vocated repeal of last year’s law which earmarked 
some of the excise taxes on autos and auto parts. 
The earmarked funds would be used for Federal- 
aid highway construction. 

The law to help depreciation allowances would 
impose income tax rates instead of capital gains 
taxes on part or all of any profit realized on 
resale of equipment after it had been used. 


@ THE PRESIDENT, in his annual Economic Re- 
port, resumed his plea to fight inflation, with an 
appeal for a sizable budget surplus to be used 
to reduce the national debt. He again besought 
repeal of the present interest rate ceiling on 
Government bonds to permit “non-inflationary” 
management of the debt. He urged noninfla- 
tionary wage settlements that would increase 
wages and other labor cost no more than the 
national average gain in productivity. At the 
same time he proposed every effort be made to 
step up the productivity gain. He suggested 
prices be cut in those sectors in which produc- 
tivity is rising especially rapidly, in order to pre- 
vent average prices from creeping upward. 


@ Wirt politics in the saddle in this election 
year, “the forces of conservatism will need to 
mobilize maximum striking power to achieve 
an end product comparable to that of the first 
session,” says the Legislative Letter of the 
national Chamber of Commerce. The emotional 
appeal in and out of the hopper, for the ear of 
the “folks back home,” will be to open up the 
sluice-gates of spending, with the expanding 
business cycle as an excuse. Speedy action will 
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be called for in the relatively short session neces- 
sitated by the national political conventions. 

Maurice H. Stans, director of the Bureau of 
the Budget, says the basic question is “whether 
we are willing to accept the responsibilities to 
balance the budget, reduce the debt, stabilize the 
dollar, ward off inflation, and then to reduce the 
burden of taxation.” 


@ Increase of $6 billions in total assets of 
life insurance companies to a record $113.6 
billions in 1959 was indicated in a statistical 
report by Dr. James J. O’Leary, director of 
economic research, Life Insurance Association 
of America, at the annual meeting in New York. 
The association president, Clarence J. Myers, 
president of New York Life Insurance Company, 
estimated coverage of life insurance policy own- 
ers at year-end as a record $534 billions of in- 
surance protection in force. 


@ WHILE most of the 200 economists who 
convened in Washington for the annual meeting 
of the American Statistical and Economic As- 
sociations agreed informally that the business 
boom will continue this year (half seeing a 
leveling off in the second six months), warn- 
ings were sounded that inflationary pressures 
will also persist, and for a long time, despite 
Administration efforts to hold down prices. 
Arthur F. Burns, a former chairman of Presi- 
dent Eisenhower’s Council of Economic Ad- 
visers, said trouble could arise from the consid- 
erable price-wage rise, increased stock market 
speculation and the higher interest rates. 
Prof. Paul W. McCracken, University of 
Michigan, former member of the Council, pre- 
dicted $30 billion increase in total production 
of goods and services this year, output in real 
terms up 5 per cent, average price rises 2 per 
cent, and a decrease of unemployment to 4 per 
cent of the work force. For the decade he fore- 
cast generally higher interest rates and a 50 to 
75 per cent increase in annual expansion of 
work force, tending to restrain wage rises. 
Prof. McCracken told the associations he 
expects Federal, State and local government 
spending to go up $5 billions in 1960, exports 
and balance-of-payments to improve somewhat, 
business to spend $4 to $5 billions more on new 
plant and equipment (“solid expansion,” n0 
(Concluded on page 31) 
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Give more credit... 


Do more business... ; 


Take less risk 





through AMERICAN EXPRESS FIELD WAREHOUSE RECEIPTS 


Under properly-administered field warehousing, 
you can ship large quantities of goods to dis- 
tributors . . . and still retain control of these 
goods. For your distributors, that means a ready 
supply of goods, with transportation savings 
and without undue credit strains. For your com- 
pany, it means maintenance of manufacturing 
and transportation schedules . . . eliminates 
needless storage of goods or use of costly ware- 
house facilities. 


American Express Field Warehousing is recog- 
nized for efficient administration; monthly IBM 
commodity reports; extensive legal liability and 
fidelity bond protection; lender-controlled re- 
leases; frequent inspections; and many more 
advantages. 


For additional information, contact your near- 
est American Express office, or mail the coupon 
today. 


pe ne ene ee oe 


Please send my free copy of the 
American Express plan for 
securing the distribution of goods. 


American Express Field Warehousing Corp. 
Dept. F-3, 65 Broadway, New York 6, N. Y. 
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AMERICAN EXPRESS 
FIELD WAREHOUSING CORPORATION 


65 BROADWAY, N. Y. 6, N. Y. 
OFFICES NATIONWIDE 


A MEMBER OF THE 110-YEAR-OLD AMERICAN EXPRESS FAMILY 
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and a gone-forever account. 


Urges Alertness to Originate 


Financing Plans to Aid Sales 


SAM C. SCRUGGS, JR. 


Secretary-T reasurer 
Carrier-Bock Company, Inc. 
Dallas, Texas 


THE USE of credit instruments deferring payment, 
combined with thorough credit investigation, sound 

judgment and, let’s admit it, good luck, can greatly 

stimulate sales with a minimum of credit losses. 

A good field warehousing program can stimulate vol- 
ume and pre-season sales, enabling dealers to keep 
competitive through lower unit and transportation costs 
and by having needed equipment in their own ware- 
houses at all times. The Carrier-Bock corporation’s spon- 
sored program saves dealers interest and insurance ex- 
pense also. 

Shipments are consigned to the custodian of the field 
warehousing company and are kept in a segregated part 
of the warehouse to secure title against third party cred- 
itors. The dealer signs one note for each month’s pur- 
chases. 

Dealers may be permitted withdrawals on an open- 
account basis within a specified limit. Settlement is made 
twice monthly. Warehousing personnel make a monthly 
audit of each dealer, sending a copy to the distributor. 
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Security Instrument 


Credit Executives’ Experiences Differ on Best Devices to Use 


OMPETITION, confronting credit management with the obligation—and opportunity—to make 
possible every worthwhile sale, is underscoring emphasis upon the use of such security instru- 
ments as conditional sales, contracts, chattel mortgages, consignments, guaranties, trade acceptances, 
deeds of trust, particularly in dealing with marginals when open account is not feasible. 

Wide diversity of experience as to relative efficacy of these instruments is manifested, however, by 
credit executives participatnig in the following CFM symposium, but they all agree on this premise: 
thorough investigation and sound judgment and counsel are prerequisite. 

Chattels are good for long-range protection but guaranties are more acceptable, writes one credit 
manager. On the other hand, concludes another from his years as both businessman and attorney, 
guaranties “are thrown around indiscriminately and all too frequently result in headaches for both 
the one making the guaranty and the one relying on it." 

Declaring that creditmen "must always be alert to originate or to accept new financing methods 
that will stimulate sales," a secretary-treasurer calls mechanic's and materialmen's liens good secur- 
ity but cautions that "they must be handled very carefully." 

Consignments? Better know the difference between interstate and intrastate commerce — then 
consult your legal advisors regardless, another credit manager suggests. 

And this very red flag is hoisted: While the credit executive's job is to find sound ways to expand 
willingness to buy on credit, he also “has the moral obligation not to make credit appear so easy that 
the prospective customer plunges far beyond his depth". If he does: immediate loss to the supplier, 






























The courtesy, cooperation and customer mindfulness 
of the Douglas-Guardian personnel, without violating 
terms of the contract, have contributed a great deal to 
the successful operation of this program in our area. 
















Conditional sales contracts, treated as chattel mortgages 
in Texas, for floor planning are very good for volume 
pre-season sales, especially in the appliance lines. Move- 
ment of equipment in dealer’s hands should be watched 
carefully to avoid end-of-the-season problems connected 
with the re-purchase agreement usually signed by the dis- 
tributor to finance such sales. 


Some finance companies have good work in progress 
financing programs handled direct with dealers. 





Three Trade Acceptances Cover Purchase 


Volume sales, on a deferred payment basis, with a 
minimum of paperwork, can be handled through the 
use of trade acceptances. Three trade acceptances, due 
30, 60 and 90 days respectively, cover the total purchase. 
Emphasis is placed on prompt payment of the accep- 
tances at the bank where they are discounted. The dealer 
is charged a small percentage of the invoice fee to cover 
discount costs. There is no title retention, but dealers 
hesitate to default on payments due a bank. In ten years 
we have had no defaults and very few slow payments. 









Consigned Stocks on Display Floors 





Consigned stocks on dealer display floors can produce 
surprising sales stimulus and protect title against third 
party creditors. The stocks must be checked regularly 
and orders of goods for sale can be delivered on a cash 
basis. We have used this sales method very successfully 
with very marginal or “cash only” customers. 

Equipment can be installed on conditional sales con- 
tracts, but care must be taken to be sure the installation 
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is a chattel. Chattel mortgages on “equipment situated 
in realty” can also be recorded. 

Assignments or agreements for joint checks can assure 
payment for construction work when you are not con- 
tracting direct with the owner. 

Mechanic’s and materialmen’s liens can be good secur- 
ity, but must be handled very carefully in Texas, espe- 
cially in connection with homesteads. 

We must always be alert to originate or to accept new 
financing methods that will stimulate sales. 


Sub-Standard Risk Profitable 
If It Is Properly Controlled 





LONNIE D. RHOADS 


Branch Office and Credit Manager 
Missouri Valley Machinery Company 
Sioux City, Iowa 


HE SUCCESSFUL and profitable operation of a 

business depends to a considerable extent on the credit 
department’s role in Customer Relations. Today’s credit 
manager, sometimes referred to as Manager of Credit 
Sales, could be more accurately described as a Director 
of Customer Relations. 

Customer relations lead us into our important role as 
a Credit Counselor. It is our customers’ feelings toward 
us as a financial consultant that are important when dif- 
ficult problems arise. Do they come to us with advance 
information, seeking guidance and assistance in order to 
be better prepared for an abnormal situation that is de- 
veloping? Do they voluntarily consult with us for ad- 
vice to overcome unexpected circumstances that prevent 
prompt payment? With proper counseling and financing 
know-how the credit executive can be of service to his 
customer to the benefit of both parties. 


Personal visits and counseling with customers enable 
us to gain their confidence and give suggestions and advice 
based on sound and fair business principles. When counsel- 
ing with a customer the YOU point of view is best, keeping 
in mind that it isn’t so much what you say as how you 
say it that really counts. We can be firm in a constructive 
way when extending credit properly, as well as on col- 
lections. 


We have been successful in several cases where we 
found it desirable to spend a little more time and effort 
in order to complete a sale that did not justify our reg- 
ular open-account terms for parts and service. This is 
true where the parts or service charges are quite a bit 


Sod 
oost Marginal Sales 
First Come Thorough Inquiry, Sound Judgment and Counseling 


in excess of normal purchases and it is advisable to ob- 
tain some form of security and arrange instalment terms. 


A chattel mortgage covering the equipment receiving 
the repairs is preferred. If the machinery involved is al- 
ready mortgaged on a purchase contract, a promissory 
note is used. This does not give us any collateral but 
does provide us with a written instalment agreement. 
including interest for length of note. In this way a sub- 
standard credit risk can become a profitable transaction 
with proper control of the plan. 

Customers generally want to do the right thing and 
they will make reasonable effort to do so when we pre- 
sent the matter to them individually with sound con- 
structive advice for THEM. 


Costly to Permit Customer 
To Plunge Beyond His Depth 


ELMER A. BRUETT 


Credit Manager 
Bestt Rollr Inc. 
Fond du Lac, Wisconsin 





_ THE QUERY, “Have you ever sold merchandise 
on other than open account?” the answer is yes, and, 
frankly, too many times. 

In my forty years as a lawyer and business executive, 
I believe I have scraped the bottom of the barrel for the 
“New Approach,” and with varied success. 

Perhaps the most universally used, conditional sales 
contracts, chattel mortgages, consignments and guaranties 
are seemingly well understood. And yet, are they? There 
should be little trouble involved in the first two, as the 
laws are quite definite in relation thereto, and well un- 
derstood. 

But I cannot accept the latter two with equal assur- 
ance. 

It appears that consignments are widely used in all 
lines. Here a word of caution is in order. Be certain that 
you familiarize yourself with the difference between in- 
terstate and intrastate commerce—where the one ends 
and the other takes over. 


If you are not licensed to do business in the state where 
consignment stock is to be held, other than your home 
state, I suggest you consult with your legal advisors. 
Have them check the laws of such state for any bar to 
legal action should the need therefor arise. And it will 
sometime. This was brought home to me very early in 
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my professional practice. I won the case only because I 
knews the laws of both states involved. There was no prece- 
dent in my state but the Federal and state laws were 
there; it was only a matter of digging to find them—no 
small task at that time. 


This experience has been a guide through the years. 

Before commitment, see your lawyer if any doubt 
exists in your mind. 

Guaranties are thrown around indiscriminately. All 
too frequently headaches result for both the one making 
the guaranty and the one relying on it. May I suggest 
care in the exercise of this method of approach. 

If your guaranty is too wide in scope and something 
goes wrong, you could face these alternatives: either live 
up to your guaranty and satisfy your customer, and 
possibly face a disastrous loss; or repudiate or hedge on 
the guaranty and build up customer resentment, which 
could well end in the same way. Careful thought and 
planning will avoid both results. 

In this age of rapidly expanding credit, the credit de- 
partment has the task of not only determining who 
shall have credit, who can and will pay, or finding ways 
to extend further the customer’s willingness to buy on 
credit, but it also has moral obligation not to make credit 
appear so easy that the prospective customer plunges 
far beyond his depth. If it does this disservice to the 
public, it will not only suffer immediate personal loss 
but also sacrifice of the future customer’s goodwill. Our 
fathers said, “Once burned, twice shy.”” How true—even 
today. 


Guaranties More Acceptable 
Than Chattels in His Field 


W. F. PHILLIPS 


Credit Manager 
The American Sugar Refining Company 
New Orleans, Louisiana 


INCE OURS is an extremely fast moving product, 

conditional sales contracts are not appropriate. 

We have on occasions used chattel mortgages and guar- 
anties to warrant authorization of credit. 

Chattels are good for long-range protection as they 
cover something you can see and evaluate, but if fore- 
closure is necessitated the object under chattel might be 
difficult to sell. Recording of the chattel and full insur- 
ance coverage are essential. Our experience with chattels 
has been limited but entirely satisfactory, and has en- 
abled us to obtain sales we would not otherwise have 
made. 

Guaranties are more acceptable, and are taken from 
an individual or group of individuals who represent finan- 
cial stability, as an inducement to grant credit to a 
corporation, proprietorship or partnership without any 
change in our normal lines. 

If the officers of a non-rated corporation are con- 
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sidered financially responsible, beyond their investment, 
we will give favorable consideration to accepting their 
surety. 

If a proprietorship or partnership represents a posi- 
tion unacceptable from a credit standpoint, we will act 
favorably on a guaranty executed by an individual or 
group outside the business who represent a satisfactory 
financial position. All potential guarantors are thcr- 
oughly investigated before acceptance. 

Guaranties induce respect of terms and prompt pav- 
ments. They sometimes are difficult to obtain, but if the 
intentions of the applicant are good and he is striving for 
the success of the operation, he will endeavor to supply 
satisfactory guarantors. Oftentimes the guaranties are 
obtained by mail without much effort, but on others a 
personal call may be necessary in order to succeed 
through salesmanship and ingenuity. We use special 
guaranty forms provided by our legal staff. 


Evaluate Surety Carefully 


Currently, accounts considered marginal on which we 
have guaranties and chattels are favoring us with busi- 
ness to the extent of thousands of dollars a year and are 
paying in a prompt and satisfactory manner. Considera- 
tion to developing sales through these methods from 
concerns financially handicapped should be given careful 
thought by credit executives who have not availed them- 
selves of the use of these instruments. Wise and careful 
evaluation of the surety is essential, however. 

Recently, two corporations which had given us con- 
siderable business and on which we had guaranties from 
individuals, encountered financial difficulties. Our ac- 
counts were paid in full. As a result, the extra effort 
in providing this surety was proved to be worthwhile 
and very satisfying. 


Security Devices Help Credit 


Approval for New Ventures 


RALPH E. SEAL 


District Credit Manager 
Bradford Supply Company 
Wichita Falls, Texas 


N OUR COMPANY and in our trade, the use of con- 
ditional sales contracts, chattel mortgages, guaranties, 
oil assignments and deeds of trusts is quite common. 
Contrary to popular belief, the oil industry is not 
made up wholly of millionaires and rich corporations but 
is largely composed of individuals of quite average 
means, many of whom may operate an oil lease or two 
strictly as a sideline to other business ventures or oc: 
cupations. Indeed, the average co-venture may consist 
of many individuals only one of whom may have the 
technical knowledge necessary to equip a well and sell 

the oil after the hole is drilled. 
(Continued on page 32, bottom col. 1) 
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Employee Can Cut Federal Tax 
By Getting Pay in More Stock 


Substantial Federal income tax 
benefits are available to an employee 
of a company in which he owns stock 
if he arranges to take additional stock 
for his services instead of cash. 

The employee-stockholder would 
realize no gain at the time he re- 
ceives the stock but later, on sale of 
the stock, the gain would be “capital 
gain” subject to a maximum income 
tax rate of 25 per cent. “Compensa- 
tion”, on other hand, is taxable as 
ordinary income, subject to tax rates 
graduated up to 91 per cent. 

In a case involving agreement to 
apply fees toward purchase of addi- 
tional stock, the court ruled that no 
income accrued to the sole stock- 
holder when it rendered the services. 
In substance the services amounted 
to a capital contribution, any income 
from which would be taxable only 
under the capital gains provision, 
Commerce Clearing House explained 
in its Federal Tax Guide Reports. 


Taleott Expanding Overseas; 


59 Volume Topped Billion 


Record volume and earnings in 
1959 have been reported by James 
Talcott, Inc. Receivables financed 
and factored last year by the 106- 
year old _ organization totaled 
$1,015,553,000 compared — with 
$846,448,000 in 1958, noted Herbert 
R. Silverman, president, at the New 
York executive offices. Earnings per 


share were $3.16, compared with | 


$2.63 in 1958. 


Talcott’s president predicts “an in- | 
creasing proportion of capital spend- | 


ing will be financed through loans” 
and “in many cases producers will 
also find it more efficient to lease 
new machinery, rather than to pur- 
chase it outright.” 

Plans to finance receivables in 
both Italy and the United Kingdom 
through affiliated offices in London 
and Rome in the near future were 
announced by Mr. Silverman, with 
Talcott’s Puerto Rican commercial 
finance program, initiated in 1958, 
providing the modus operandi for 
the overseas operations. The Italian 
affiliate is being established with 
funds provided by American inves- 
tors. Talcott has arranged to train 
Italian personnel to handle the spe- 
cialized interim financing based on 
the acquisition of customer’s receiv- 


ables, 








Growth funds: 


a most satisfactory source 


Businessmen are relying more and more on COMMERCIAL 
CREDIT for needed funds. During 1959 ComMMERCIAL 
CREDIT’S advances to manufacturers and wholesalers to 
supplement their cash working capital exceeded one and 
one-quarter billion dollars. There are good reasons for this. 

We usually provide more money than can be obtained 
from other sources. We furnish it fast—usually within 
3 to 5 days. We eliminate the uncertainty of periodic 
renewals—our arrangement continues as long as the need 
exists. We increase the amount of cash automatically if 
increased sales create the need. We minimize cost—the . 
amount used can be varied automatically to fit changing 
needs. 

You can arrange NOW for cash you may need any time 
this year—without any fixed commitment or advance 
expense. Whether you require $25,000 or millions— 
for months or years—we will welcome the opportunity 
to provide it. Ask the nearest COMMERCIAL CREDIT 
CORPORATION office below. 


BALTIMORE 2........ 300 St. Paul Place 
Cuicaco6........ 222 W. Adams Street 
Los ANGELES 14...722 S. Spring Street 
NEw YorkK 36....... 50 W. 44th Street 
SAN FRANCISCO 6....... 112 Pine Street 


COMMERCIAL CREDIT COMPANY subsidiaries provide over four billion 
dollars of financing services annually. Capital & Surplus over $225,000,000 


CREDIT AND FINANCIAL MANAGEMENT, March, 1960 








Cusle-COMMERCIAL CREDIT 





By Albert G. H. Hanssen, Jr. 
General Credit Manager 


Davison Chemical Company 
Division of W. R. Grace & Co. 


Baltimore, Maryland 


N MOST CASES impending failure 
of a business can be detected by 
careful observation and investiga- 

tion. Routine procedure demands an 
analysis of the financial situation, 
ledger experience, industry ratios, 
comparative spread sheets—all tools 
of modern credit management tech- 
nique. Yet failures do occur. What 
does the seasoned credit executive do 
when sudden and totally unexpected 
developments indicate collapse of a 
business venture with both domestic 
and foreign interests? 

To appreciate the specific problem 
it is necessary to visualize the busi- 
ness as it was conducted under nor- 
mal conditions. The organization be- 
gan as a relatively small family farm 
with modest growth for several years. 
Then, under guidance of a son with 
agronomic training and by careful 
management and application of mod- 
ern agricultural practices, the family 
venture grew rapidly, from a local 
operation into a brokerage and proc- 
essing combine with major facilities 
in several states. Diversification of 
crops and geographic dispersion soon 
included ever-increasing volume, with 
“insurance” crops in nearby foreign 
countries during the winter months. 
After several very successful years 
the enterprise launched an ambitious 
expansion program in all phases. 

Came double-barreled disaster just 
when success seemed assured. Political 
activity in the off-shore areas exploded 
into open warfare, necessitating 
abandonment of substantial invest- 





‘NT AT WORK 


....a@ problem case is solved 


ment in capital assets and growing 
crops. Unprecedented and repetitive 
freezes domestically ruined exten- 
sive acreages of winter vegetables. 
The carefully planned program of 
integrated operations came to a com- 
plete standstill. 

All available funds had been spent 
in successive plantings and attempts 
to nurse cold-damaged crops to ma- 
turity. The debtor, realizing that his 
financial situation was precarious, 
sought the advice of his attorney and 
accountants. They urged their client 
to file a voluntary petition in bank- 
ruptcy. To the everlasting credit of 
the debtor, he promptly advised his 
principal suppliers of his plight and 
sought their recommendations. 

An informal creditors committee 
was formed to evaluate the situation. 
The years of successful operation and 
the strong character of the debtor 
made rehabilitation very desirable. 
Within a few days a comprehensive 
agreement was developed. Amid ab- 
solute mutual trust and confidence, 
constructive credit management dem- 
onstrated its effectiveness. 


How the Plan Worked 


Under the plan, small creditors 
were paid in full, secured creditors 
granted a year’s forbearance on the 
payment of principal, and major un- 
secured creditors agreed to a stand-by 
arrangement for two years for the 
existing debt and to a further exten- 
sion of credit on a carefully super- 
vised basis. A best interest mortgage 
was obtained for all creditors, with 
subsequent subordination to a gov- 
ernmental agency for a disaster pro- 
duction loan. 

To implement the arrangement, a 
marketing agreement was developed. 
This allowed the debtor to borrow 
funds under a crop lien which pro- 
vided for predetermined unit costs for 
harvesting and production. As sales 
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of produce were realized, the amounts 
in excess of the unit costs were placed 
in an escrowed account with monthly 
pro-rata distribution to the unsecured 
creditors. 

The creditors committee continued 
to review the debtor’s operation at 
regularly scheduled intervals, to be 
ready to modify or amplify the plan 
as circumstances warranted. 

The secured debt has been brought 
to a current position, and current op- 
erations are on short-term or cash 
basis. Principal creditors have seen 
their stand-by accounts reduced by 
85 per cent. 

Not only have the creditors pro- 
tected their receivables but a worthy 
customer has been rehabilitated and 
continues as a desirable sales outlet. 
As important as the primary objective 
is the goodwill which has been en- 
gendered in the community. Other 
growers and processors realize that 
the credit executive can play a more 








bg ine formal education at 
Baltimore College of Com- 
merce and The Johns Hopkins 
University—McCoy College, Al- 
bert G. H. Hanssen, Jr., joined 
The Davison Chemical Corpora- 
tion in 1937 and progressed 
through the management de- 
velopment program. 

After war service 1941-45 he 
returned to Davison to _ reor- 
ganize the credit and collection 
departments as general credit 
manager and more recently 
added the duties of controller of 
the Mixed Fertilizer Division. 
He served with the treasurer, 
secretary, and vice _ president- 
finance in development of stock- 
holder relations, annual meet- 
ings, stock issues and pre-merger 
activities with W. R. Grace & Co. 

Mr. Hanssen has served three 
terms as a director of the Balti- 
more Association of Credit Man- 
agement. 
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important role than merely enforcing 
terms of sale. 

In accepting credit for amounts 
disproportionate to the net worth of 
an organization or where the infor- 
mation readily available is inconclu- 
sive, it is essential that the credit 
executive know the customer at first- 
hand. Frequent trips into the terri- 
tory, usually in connection with the 
senior sales executive for the area, 
are of great benefit. Whether the 
credit executive is responsible for a 
regional operation or one of national 
or international scope, surely his pro- 
gram should call for frequent visits, 
to know the customer and so be better 
able to evaluate the risks involved. 
The chief executive of a national op- 
eration has said that the senior credit 
executive is the “star” salesman. In- 


' timate knowledge of the account’s 


activities permits granting larger 
lines of credit and makes possible 
the sale of larger volumes of his 
products. 

The credit executive who attempts 
to discharge all his responsibilities 
from his headquarters location will 
tend to say “No.” Comprehensive 
knowledge leads to better understand- 
ing of all diverse factors. To predi- 
cate credit management decisions 
solely on published information is to 
depend on someone else’s appraisal. 
Marginal accounts with requisite 
character and ability offer the best 
source of increased sales, and such 
customers are likely to stay with the 
supplier that assisted them. 


Clerical Job Evaluation Plan 
Is Evolved on Point System 


A clerical job evaluation plan 
based on a point system has been 
tested successfully by the Na- 
tional Office Management Associa- 
tion among many large and small 
member companies. 

The plan calls for equitable dis- 
tribution of payroll dollars among 
clerical employees within a group or 
groups according to responsibilities 
and effort and skills required. Each 
Primary factor is subdivided into 
such areas as education, training, 
time, memory, analytical aspects, 
Personal contact, dexterity and ac- 
curacy. Each factor and subfactor is 
assigned a separate point value. 

Copies may be purchased from 
NOMA World Headquarters, 1931 


Old York Road, Willow Grove, Pa. | 


Keep merchandise moving... 
get credit data fast... 


by Long Distance 


Checking credit by Long Dis- 
tance provides an on-the-spot 
“green light.” Your sales force 
can move quickly to close sales 
and fatten orders. 


‘Telephoning helps keep mer- 


BELL TELEPHONE SYSTEM 





chandise moving, reduces inven- 
tory problems, speeds collections. 


Put Long Distance to work for 
your business! You'll have the 
head start needed to get the jump 
on competition. 


Long Distance pays off! 
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Use it now... for all it’s worth! 








Cheerio! Those Uncollectible Business Debts 
Are Deductible by Using Accrual Accountins 


SING the accrual method of 
accounting, uncollectible bus- 
iness debts are deductible in 

computing your income tax. The 
American Institute of Certified Pub- 
lic Accountants explains the circum- 
stances under which the bad debt 
will be considered uncollectible and 
the procedure under which the de- 
duction is taken. 

Bad debt deductions are allowable 
not only for debts arising out of 
your business, but for non-business 
debts as well. However, the non-bus- 
iness debts are deductible only with- 
in the limits applicable to capital 
losses. This article concerns busi- 
ness bad debts, which are debts 
created or acquired in your busi- 
ness; these are fully deductible. 


The deduction must be taken for 
the year in which the debt becomes 
bad. You need not always wait until 
a debtor is declared bankrupt before 
you can claim a bad debt deduction. 
In some cases, it is clear before a 
bankruptcy settlement that the debt 
is worthless. 


Bankruptcy may confirm beyond 
doubt that a debt is worthless, but 
this in itself does not require that 
you wait for bankruptcy proceedings 
to be completed. Worthlessness is 
the test. In other words, the debt 
must seem uncollectible both now 
and in the future, and you must have 
made every effort to collect it. Just 
how far you go to collect depends 
a great deal on sound business 
judgment, the CPA Institute points 
out. 

It isn’t always necessary to take 
a debtor to court. If you can show 
that even if a lawsuit were won you 
would still be unable to collect, then 
it would be foolish to throw good 
money after bad by taking the debt- 
or to court. It is not necessary that 
the entire debt be uncollectible. You 
are permitted to claim a deduction 
for a partly worthless business debt 
where it can be shown that the debt 
is recoverable only in part. 

The first year in which a debt 
becomes worthless to your business 
you must decide on an accounting 


Fourth Down and 100 Yards to Go! 


method for handling bad debts. This 
method must then be followed each 
year unless you get permission from 
the Commissioner of Internal Rev- 
enue to make a change. Your choice 
will be between deducting the debts 
as they become uncollectible and 
deducting an estimated reserve each 
year for debts that are expected to 
become uncollectible. 

Your choice between using the 
charge-off or the reserve method for 
claiming bad debt deductions should 
be made with some care, says the 
Institute. There are many situations 
in which the reserve method can 
make a significant tax difference. 
For example, an automobile dealer 
may want to use the reserve method 
to offset, in part, the reserves with- 
held by finance companies which the 
courts have held to constitute tax- 
able income to the dealer. 

Generally, a reserve for bad debts 
will be based on experience. You 
cannot arbitrarily guess at the per- 
centage of your accounts receivable 
that is likely to go bad. A certified 
public accountant, for instance, will 
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determine an adequate reserve for 
bad debts as a normal part of his 
audit procedure. 

To do this, he will analyze the 
accounts receivable to find out which 
accounts are past due, and the length 
of time they have been outstanding. 
He will then evaluate the slow-mov- 
ing receivables in light of discus- 
sions with your company’s credit 
manager or with whoever handles 
your collections, and decide on the 
amount that may not be collected. A 
reserve based on a factual analysis 
such as this will almost invariably 
be acceptable to the Internal Revenue 
Service, the Institute adds. 


How the Reserve Works 


If you do not have a CPA, and 
have to decide for yourself whether 
you are better off to use the charge: 
off or reserve method for claiming 
bad debts, you will need to know 
how the reserve works. Say, for ex- 
ample, that at the end of the year 
you show accounts receivable of 
$20,000. Based on an analysis of 
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to our government.” 
Johnny: “Forms 1040 and 
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your accounts, you determine that 
$600 would be a reasonable estimate 
of accounts that are likely to become 
uncollectible, so you deduct the $600 
as a reserve for bad debts. 

During the following year, $550 
worth of receivables actually goes 
bad, leaving $50 in your reserve ac- 
count. Say your receivables are now 
up to $25,000, and you estimate that 
$750 will become bad debts. Your 
reserve still has $50 left over from 
the previous year, so you deduct an 
additional $700 as a reserve for bad 
debts, and bring the total reserve up 
to the estimate of $750. This same 
procedure would then be followed 
each year. 











When a “Bad” Debt is Recovered 


There are several instances in 
which a seemingly uncollectible debt 
could be repaid. For example, a 
debtor may be in such bad financial 
condition that there is every justifi- 
cation to consider his debt to you 
uncollectible. A few years later, the 
success of your debtor’s business fi- 
nally results in payment of the debt. 

If you receive payment at a later 
date of a debt that you had charged 
off in an earlier year as uncollectible, 
you must report the payment on 
your tax return as income, but only 
to the extent that the earlier charge- 
off helped reduce your taxes. The 
amount of tax you saved when you 
made the deduction has nothing to 
do with it. It is the amount of the 
bad debt that you were able to use 
advantageously as a deduction that 
should be considered here. The fore- 
going applies only to a taxpayer who 
has been deducting bad debts on a 
charge-off basis. Those taxpayers 
who are on a reserve basis will credit 
any recoveries to the bad debt 
teserve. 

Finally, the Institute cautions, if 
you need additional information on 
your bad debt deductions or on any 
other business problems, consult a 
qua ified advisor. 
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By ORVILLE B. TEARNEY 
Manager of Credits and 
Corporate Insurance 


Inland Steel Company 
Chicago, Illinois 


VERY company today is critical- 
ly dependent upon the qualities 
and abilities of those who are 

its managers. 

One of the 
activities of man- 
agement that has 
had the most 
rapid expansion 
has been in the 
area of execu- 
tive and _ super- 
visory training 
and development. 
This has arisen principally because 
of an urgent need for better prepared 
and qualified managers. 

We are living in an industrial 
system that year by year has grown 
more complex in its operation, and 
more exacting in its demands upon 
those occupying important positions 
in industrial life. One of those de- 
mands is an active part as an 
exponent of public relations. 

There are many areas of business 
and industrial operation where good 
public relations helps to build and 
maintain recognition, support and 
goodwill. 





O. B. TEARNEY 


No Substitute for Human Mind 


There is no substitute for the hu- 
man mind. There is no _ greater 
creation on the face of this earth. No 
force contains so much, can do so 
much, or has so great a potential. 
There are many aids to the mind. 
Information, experience, knowledge, 
personal guides, and many other 
such influences have a profound effect 
upon it. 

However, the question of why 
people act and react as they do is one 
of the most vexing problems facing 
management. An understanding of 
the basic drives and the pressures on 
people is essential to good admini- 
stration. 


This means keeping close contact 
with the ideas of employees, other 





Seven “Publics’—How to Reach Them? 


Contact “Consciousness”? Is Needed by Executives at All Levels 


executives, customers, the public, the 
press; realizing deeply the necessity 
to fit organization behavior construct- 
ively and imaginatively to the general 
economic and social progress of the 
community, the nation and the world. 


Occasionally your business pre- 
sents a problem that is new to you 
and that cannot be solved by ordin- 
ary means. If you are like most 
executives, you naturally assume 
that the answer lies somewhere within 
your own industry. 

This is the natural culmination of 
the American desire to learn from the 
other fellow. In ordinary business, 
wherever two or three people gather 
together, the talk soon turns to 
problems in common. To swap 
experiences, compare ideas, discover 
solutions, is almost as common as 
breathing air. 

When you join your credit asocia- 
tion, you observe this process in its 
highest development. Here you ex- 
change information, ideas, case 
histories, opinions and philosophies 
with other management professionals. 
It is thus possible for you to keep 
in touch with the insights, the judg- 
ments and the many solutions to all 
kinds of problems. 


The Art of Business Behavior 


Now to examine the many facets 
of public relations and your place 
in it. 

Let’s forget the classic definition 
of public relations because every 
time you use the telephone . . . or 
write a business letter . . . or talk 
to a customer ... you are engag- 
ing in public relations. Lots of peo- 
ple think of “public relations” as a 
dressed-up title for old-time agentry. 
It’s nothing of the sort. Good public 
relations is the art of business be- 
havior. 

The public relations of a manufac- 
turer like Inland Steel can be best 
defined as “good performance, pub- 
licly appreciated.” This can also be 
applied to your company. Public re- 
lations covers every type of perform- 
ance and should be appreciated (if 
good) by every interested segment 
of the manufacturer’s public. 








RVILLE B. TEARNEY, manager oj 

credits and corporate insurance of 
Inland Steel Company, Chicago, is also 
chairman of the company’s corporate 
credit and corporate insurance com. 
mittees. He is an alumnus of Loyola 
University, a graduate of the Executive 
Program of Professional Busines; 
Education, University of Chicago, and 
attended the Illinois Institute of Tech. 
nology. 

Mr. Tearney, first vice president of 
the Chicago Midwest Credit Manage. 
ment Association, is past chairman of 
the Insurance Advisory Council, Na- 
tional Association of Credit Manage. 
ment. Author of a number of articles 
on risk management, he has also par- 
ticipated in panels and seminars on the 
topic. 

























Inland Steel, for example, has 
seven “publics” who are interested in 
one or more phases of its perform. 
ance. To do an effective public re- 
lations job, we must first perform 
well, and then let these seven groups 
know the what, when, where, who, 
how and why of our performance. 
(Even if, on occasion, we should not 
perform well, these seven publics 
must believe that we are in the habit 
of performing well, and must be 
willing to give us another chance.) 

There must be appreciation of 
our good performance by: 




















1. Customers and prospects. 

2. Stockholders, prospective stock- 
holders and other sources of capital. 

3. Suppliers of raw materials, parts 
and equipment. 

4. State, local and federal law-mak- 
ing, administrative and _ enforcing 
groups. 

5. The general public who buy and 
use our products, who work for our 
customers and our customers’ custom: 
ers. Those who are affected by econom- 
ic changes wrought by changes in steel 
and other industries. 

6. Neighbors in our plant commu- 
ities. 

7. Employees and their families 

We must not only hold the busi- 
ness we are already obtaining, but 
we should do our best to increase 
our participation in the total being 
purchased. We must improve ou! 
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positions and strengthen our rela- 
tionships. 

Public relations for profit?—Why 
public relations? Private enterprise 
no longer is private: it has become a 
matter of public concern. Modern- 
day circumstances compel business to 
lay its case before the public—to tell 
its story publicly as organized labor, 
government, consumer groups, and 
other interests are telling theirs. 

No one laughs off public opinion 
any more. An appreciation of a cor- 
poration’s problems on the part of 
all persons is invaluable today. 

The ends of public relations, there- 
fore, are: 


1. Improved position in the public 
esteem, leading to easier sales. 

2. A form of insurance of future 
corporate prosperity. 

3. Improved credit standing with 
financial interests, and 

4. In the overall view, upholding 
the competitive system of free enter- 
prise as a vital and inherently Ameri- 
can institution. 


The effectiveness of public rela- 
tions is a hard thing to measure ac- 
curately at any given point in the 
program. But thousands of concerns 
have proven that a continuous pro- 
gram over the years is resultful in 
increasing the intangible assets of a 
company .. . goodwill, prestige, pro- 
duct preference and customer confi- 
dence. 


Supplements Salesman’s Job 


So, if a public relations program 
is soundly conceived and _intelli- 
gently carried out, it will effectively 
supplement the salesman’s job of 
contacting customers and _ prospects 
with the all important Company 
Story. Obviously, your company 
must continue to perform well or the 
Company Story will have a very 
hollow sound. 

Important studies confirm the be- 
lief that acceptability and desirabil- 
ity of the securities of a given com- 
pany are increased in proportion to 
the public’s familiarity with and 
good impression of that company— 
a situation in which public relations 
plays a major role. 

Every employee wants to feel that 
he is associated with an important 
and wellknown company and _ that 
his company is respected and its pro- 
duct. are popular. He wants to be 
proul of his company. He wants to 
believe that his company has prestige 


in its industry, and that it is pro- 
gressive and foresighted. 

The same goes for executives. The 
best talents are attracted to organ- 
izations with a favorable reputation. 
Pride in the prestige of a wellknown 
name stimulates better work and 
stronger loyalty and reduces turn- 
over. Psychologists say that prestige 
of position often compensates for a 
below-the-market salary. 

An educated awareness of “how to 
get along with people” can easily 
mean: 

—the difference between advance- 
ment and stagnation 

—recognition as a capable ex- 
ecutive—or mediocrity 

—cooperation and 
fellow workers 


support of 


—resultant benefits to your de- 
partment; your firm. 

We should put immediate stress on 
the opportunities that come our way 
in everyday situations. We can im- 
prove relations with superiors as 
well as subordinates; public rela- 
tions principles can be profitably ap- 
plied to even routine business 
activities. 

Case after case of practical ex- 
amples of public relations at work 
in successful business and industrial 
firms, organizations of every kind 
and size, proves that this public re- 
lations “consciousness” is needed by 
credit managers, receptionists, adver- 
tising men, correspondents, sales- 
men, department heads and superin- 

(Concluded on page 25) 





A Small Investment that 


Pays Big Dividends in 
Operator Efficiency ~ 


LEE PRODUCTS COMPANY 


Old-fashioned rubber fingers or 
messy sponges handicap finger 
dexterity where it counts the most 
— operating your automated office 
machines. 

With SorTKwIK Operator picks 
up papers as fast as dexterity per- 
mits. Just a touch on fingertips 
creates a greaseless, stainless, 
tacky film . . . makes it easy to 
pick up papers of all kinds. Even 
new currency, smooth-finish pa- 
pers, index cards, NCR paper are 


the modern aid to 


a cinch to handle with SorTKwIk. 


Wherever paper handling is a 
problem, you’ll find that Sorr- 
KWIK helps do the job faster, more 
conveniently. Thousands of busi- 
nesses have been using this handy 
fingertip preparation for years as 
a staple office supply item. 


Why not try it in your office 
and find out how clerical produc- 
tion goes up while clerical costs 
go down? 


HANDLE PAPERS FASTER 


Qos 
Gt — estrone: 
senna: cords 
ot 


Name 


ONLY 50c EACH 
AT YOUR STATIONERS 


or mail coupon direct to 
Street. 


Dept. CF-3, 2736 Lyndale Ave. So. | City 
Minneapolis 8, Minn. 


LEE PRODUCTS COMPANY 


Dept. CF-3, 2736 Lyndale Ave. So. ¢ Mineapolis 8, Minn. 


[_] Please send me 2 regular size containers for $1.00 postpaid. 


Company. 


State. 
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Special Approach to Delinquent Account May 
Avert Turning to Third Party for Collection 


OLICY REVISION necessitated 
P:. the highly competitive 

buyers market has increased the 
pressure upon 
the credit execu- 
tive to handle 
more accounts, 
more marginals 
with consequent- 
ly more extended 
lines of credit— 
and more collec- 
tion complica- 
tions. 

Before turning to a third party to 
obtain payment of a past-due account, 
every avenue of possible solution 
within the supplier’s credit depart- 
ment operation should be explored, 
says George S. McLaughlin, general 
credit manager of Harbison-Walker 
Refractories Company, Pittsburgh. 


G. S$. McLAUGHLIN 


Favorable Factors 


Mr. McLaughlin lists these favor- 
able factors for further consideration 
to the customer: 

1. He has the ability to pay but is 
delaying. 

2. He has character and capacity 
but lacks capital. 

3. His funds are tied up in good 
receivables which for acceptable rea- 
sons are withholding payment to 
him. 

4. He has internal problems such 
as inventory devaluation, ineffective 
cost system, weak collection pro- 
cedures. 

5. He has been the victim of a 
catastrophe beyond his control. 

6. He has voluntarily shown his 
records for appraisal. 

7. The potential value of the ac- 
count to the supplier is considered 
promising. 

Special circumstances may require 
a special approach, the credit execu- 
tive suggests. ““We had a customer that 
had become delinquent. Our letters 
were unanswered. Finally we received 
a photo of the plant, resting in six feet 
of water. More time was requested. 
Our assent has paid off in goodwill 
and subsequent sales many times. 


EORGE S. McLAUGHLIN 
joined Harbison-Walker Re- 
fractories Company in Pitts- 
burgh in 1941 as a credit repre- 
sentative. During the periods 
1942-45 and 1950-51 he served 
in the Armed Forces. He had 
attended the University of Pitis- 
burgh. 

Mr. McLaughlin was promoted 
to assistant general credit man- 
ager in 1953 and two years later 
advanced to general credit man- 
ager. 

He has served as chairman o} 
the credit and collection com- 
mittee of The Credit Association 
of Western Pennsylvania and, 
has been township auditor six 
years. 


“The cause of delinquency may be 
traced to other deserving internal 
problems. Unusual losses may be due 
to theft or account losses. The debtor 
may be faced with an inventory loss 
due to market decline. There may be 
unexpected tax liabilities. He may 
have been trapped in a Government 
contract renegotiation or cancella- 
tion. A considerable amount of his 
funds may be centered in poor credit 
risks, in faulty selling practices, in- 
adequate cost systems. Consideration 
should be given changes in ownership 
and personal habits of the account 
—excessive drinking, gambling, or 
marital troubles. If corrective meas- 
ures are not taken, the account 
should be forced to pay or be placed 
for collection.” 


Unfavorable Conditions 


Conditions indicating that action 
through a third party is preferable 
include: 


1. Lack of cooperation and an 
antagonistic attitude. 


2. Deterioration of financial con- 
dition determined by analysis of 
financial reports. 


3. Increasing slowness in payment 
record, with change of suppliers. 


4. Unfavorable change in personal 
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habits and no effort to correct them. 


5. Unfounded claims against sup- 
plier’s material. 


“The third party,” says Mr. Mc- 
Laughlin, “may be a member of the 
legal department of the creditor’s 
organization, an attorney recom- 
mended by the creditor, or a credit 
association  collection-adjustment 
bureau or agency. Collection agen- 
cies offer numerous aids, some with- 
out cost. Free demand service, avail- 
able to subscribers or members, has 
been found effective in 25 per cent 
of the cases. 

“Essentially, the supplier merely 
advises the agency that its service 
is desired, and the amount is speci- 
fied. The agency informs the debtor 
that payment must be made by a 
specified date or the account will 
become a collection item. Under 
double demand service the supplier 
mails a letter to the debtor the same 
day the free demand letter goes for- 
ward from the agency. Stickers indi- 
cating that delinquent accounts are 
placed with the agency may be at- 
tached to monthly statements.” 


Personnel Experienced 


“Bureaus are staffed with experi- 
enced personnel available to handle 
any type of collection problem. Their 
services are nationwide, and prompt 
attention is assured. The fees charged 
are closely related to those established 
by the Commercial Law League of 
America. 

“Usually an attorney can be ob- 
tained who is located in the custo- 
mer’s community and so is in a better 
position to win the customer’s con- 
fidence and work out a settlement. 
If not, such attorney has the advan- 
tage of being able to institute im- 
mediate legal action. He should be 
supplied with copies of each out- 
standing invoice and an_ itemized 
statement of account. He should be 
sent the original of any note held.” 
Mr. McLaughlin suggests that photo- 
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static copies be made of documents 
surrendered to another party. 

“If court action is necessary, the 
original entry may be needed. This 
would involve the original order and 
shipping list or invoice on which the 
pricing is done. It may even be neces- 
sary for the individual who made the 
original entries to testify that they 
are correct. In some instances it is 
necessary to prove delivery. Under the 
Uniform Sales Act, delivery to the car- 
rier is considered proof of delivery to 
the consignee.” 

Should the debtor offer a compro- 
mise settlement before the case comes 
to trial, Mr. McLaughlin points out, 
“it is well to weigh the proposal 
against the time and expense of a 
trial. Certainly we do not want to 
give our material away to a delin- 
quent debtor, but a reasonable settle- 
ment may be to our advantage. 

“In the event the case goes to trial 
and a judgment is obtained, payment 
is by no means assured. The lawyer 
may have to order execution of the 
property and will need all available 
information regarding the assets of 
the company.” 

The responsibility is the same, 
Mr. McLaughlin adds, whether a col- 
lection agency recommends the at- 
torney or the creditor selects one. 


No Fire Sale 
On Insurance 


Here’s an example of the 
“preacher practicing what he 
preaches.”? The insurance of- 
fices of Archie Slawsby, in 
Nashua, N. H., were wiped out 
by a fire which destroyed a 
business block, caused damage 
estimated at $750,000, injured 
34 firemen. All of the agency’s 
vital records were housed in fire- 
proof safes and insulated record 
containers of Mosler Safe Com- 
pany. Eleven of 19 Mosler units 
fell into the building’s basement 
and were submerged under six 
to eight feet of water for more 
than 24 hours. His vital records 
retrieved undamaged, Mr. Slaws- 
by was able to resume business 
in temporary quarters within 
hours, 

President of the National As- 
sociation of Insurance Agents, 
Mr. Slawsby ran an ad in the 
local newspaper the following 
day headed: “No Fire Sale on 
insurance, we’re down but not 
out, we just moved.” 


—. 


Sales Taxes at $3.7 Billions; 
Fourth of States’ Tax Collections 


Sales tax, fourth of all state tax 
collections, totaled $3.7 billions in 
fiscal 1959, says Commerce Clearing 
House. The medium was the most 
productive single source of tax rev- 
enue for 29 of the 33 states which 
have this form of assessment. 

Washington State, which boosted 
its rate to 4 per cent last April, col- 
lected 58 per cent of its total tax 
revenue from this source. In only 


THERE IS 


nally oul 


TO HANDLE 


Louisiana (severance tax), Mary- 
land and North Carolina (income), 
and Oklahoma (gasoline), were 
other taxes more productive. 


78 Bank Robbers Frustrated 


Bank robbers are finding the going 
tougher, says the American Bankers 
Association. In the last fiscal year, 
bandits were successful 268 times, 
two fewer than in the preceding pe- 
riod. Seventy-eight were frustrated, 
compared with 59 the year earlier. 
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TRAVEL REIMBURSEMENT... 


Since 1894 The Traveletter System has provided leading companies of 
America with a unique plan for reimbursing travelers . . . with inherent 
controls and savings found in no other system. 


When considering any method of reimbursing travelers you 
should consider these five points: 


Does the plan have controls to protect your company against 
unwarranted withdrawal of company funds? 


troveletter does ! 


Does the plan have nation wide acceptance by hotels and 


motor courts? 


traveletter does ! 


Does the plan offer a national stop-payment feature? 


troveletter does ! 


Does the plan establish a specific weekly limit the traveler 


cannot exceed? 


troveletter does ! 


Does the plan have a letter of authorization to control with- 
drawals for reimbursement—and which must be presented 
when withdrawals are made? 


traveletter does 


If the systems under consideration, or the one now in use, da not meet 
any one of the above qualifications, you should investigate The 


Traveletter System immediately. 


Descriptive Brochure on Request 
«“"Traveletter’’ Reg. U. S. Pat. Off. 


Traveletter 


«++ Modern System for Handling and 
Controlling Travel Expenses Since 1894 


TRAVELETTER CORPORATION « GREENWICH 21, CONNECTICUT 
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Intercom Ties-in Office and Plant 


To Speed Service at Less Cosi 


mattresses and bed ensembles 

for 78 years, the Sealy Com- 
pany, Brooklyn, New York, attributes 
success to industrial know-how in 
producing high quality products at 
competitive prices. Aside from 
quality, according to Eugene Klig- 
man, vice president, “one of the 
chief reasons for Sealy’s success is 
our ability to provide on-the-spot 
customer service on any given sales 
order or production unit, regardless 
of size. 

“This service feature is extremely 
important because our combination 
sales office and plant, one of 28 U.S. 
branches, is a regional operation 
which competes in a small but ex- 
tremely concentrated area—metro- 
politan New York City—where our 
customers total 2500 retail stores. 
These 2500 customers range from 
large department stores to one-man 
operations, each having its own 
peculiar problems. 


\ LEADING manufacturer of 


“They are as near to Sealy as their 
telephones, and as in most cases where 
time is a factor, conduct the bulk of 
their business transactions through 
this instrument. Rush requests of 
order additions or cancellations, spe- 
cial units and advance shipment dates 
require maximum and instantaneous 
coordination of all sales and produc- 
tion departments.” 


Sealy has found that the only way 
to achieve this coordination was the 
development of an effective, inde- 
pendent internal communications 
system. 

About five years ago this company 
conducted a plant communications 
survey which revealed that its tele- 
phone system was not servicing its 
needs. At certain times of the day, 
during peak telephone hours, the 
switchboard operator could not 
adequately handle the volume of in- 
coming calls. 

When internal lines for intercom 
were in use, too many incoming 
calls would have to be held at the 
switchboard, or informed that the 
called party would call back later. 
This resulted in less efficient custom- 


TELE-NORM SPEEDS ORDER AND SHIPPING COMMUNICATIONS—Shipping 


department manager at Sealy Company uses handy second phone, the Tele- 
Norm intercom unit, to check status of special job order. Intercom system ac- 
celerates dispatch of orders, changes, credit approvals because it provides instant 
point-to-point contact between departments. Shipping department manager alerts 
packing department, prepares trucks for shipment within 24 hours of completion 


of job. 


er service and higher telephone bills 
for the company. 


Independent Intercom System 


The obvious solution was to in- 
stall an independent intercom system 
which freed the switchboard and 
employee telephones to receive a 
greater volume of incoming calls. 
Sealy’s first intercom system was an 
electronic or voice paging type. It 
consisted of two master stations, 
which could transmit voice messages 
to 10 remote loudspeakers located in 
various offices and departments 
throughout the building. Each per- 
son using the remote speaker could 
reply to the master station by press- 
ing a talk button on the box. 

About a year and a half ago, it 
was decided to expand plant facilities 
by 50%, or an additional 22,000 
square feet. Before expanding its old 
intercom system, Sealy decided to 
conduct another communications 
survey. 


350 Incoming Calls a Day 


The survey revealed that approx- 
imately 350 incoming calls a day re- 
quired internal action from nine 
different company departments. In 
most cases each department in ex- 
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pediting a customer request would 
have to check out certain other com- 
pany operations with other depart- 
ments. 

It was determined that the old 
voice box intercom system in use was 
not suitable for three reasons: 

1. It provided only one line of 
communication. Two master stations 
could send and receive messages 
from any of 10 remote stations lo- 
cated in various parts of the build- 
ing. But the remote stations could 
not communicate with each other. 

2. A conversation with a person 
at a remote station could be heard 
by all other employees in the area. 
This prevented confidential matters 
from being discussed and also proved 
distracting to employees not involved 
in the conversation. 

3. Expanding the old intercom 
system to service an additional 22,- 
000 square feet of floor space in- 
volved a complicated rearrangement 
and extension of cable installation, 
the cost of which exceeded original 
investment in the system. 

On the basis of these findings, 
Sealy decided to purchase a new 
intercom system which would meet 
all three company requirements. 

After investigating the different 






EXECUTIVE PRIORITY INTERCOM 
—At Sealy Company, Brooklyn, N.Y., 
calls are initiated on Tele-Norm Execu- 
tive Telephone without lifting the re- 
ceiver or dialing, simply by pushing a 
line button. When the called party’s 
phone rings and the receiver is lifted, 
a ready signal buzz-back tone sounds 
in the executive’s set and only then 
does he lift his receiver to speak. If 
the called phone is busy, a memory 
device seizes the switchboard circuit 
and automatically completes the call 
when the line is free. 


types of intercom systems available 
and, aside from basic cost, evaluat- 
ing each in terms of performance, in- 
stallation cost and flexibility, it was 
decided that a Tele-Norm PAX auto- 
matic dial telephone system would 
best meet Sealy’s needs. 

The system purchased from and 
installed by Tele-Norm Corporation 
of New York consists of an auto- 
matic switchboard which services 27 
dial telephones. 


How New System Serves 


It has met company needs in this 
way: 


Performance 


By use of the “second phone”, 
any member of one department is 
now immediately connected with any 
employee of any other department, 
since the system is all-master and 
one phone can dial any other. 

Each call is absolutely private. 
When one person dials another, upon 
connection a special switchboard de- 
vice automatically “locks” the cir- 
cuit, preventing any intentional or 
accidental eavesdropping on the con- 
Versation. Privacy is assured. 

The only exception to this rule 
is in the case of Sealy’s three top 
execiitives, whose phones are spec- 
ially equipped with an “executive 


priority” button. By pressing this 
button, the executive can cut-in on 
any conversation and speak directly 
to both parties at the same time. 


Installation 

Since each telephone is connected 
to the master automatic switchboard 
by only a single pair of wires, it was 
approximately 10 times less expen- 
sive to install than if Sealy had ex- 
panded its old voice box system to 
provide comparable performance. 

With installation of the new Tele- 
Norm PAX intercom, departmental 
procedures were reorganized to con- 
form with the efficiency advantages 
offered by it. Each department was 
instructed on how best to use the 
intercom to effect the required co- 
ordination being sought. Here is how 
Sealy is presently using the new 
system in each of its office and plant 
departments. 


External-Internal Communications 


Order and Shipping 

This department handles about 
200 outside calls a day, of which ap- 
proximately 20% are requests for 
change of sales orders or shipping 
dates. As soon as such a call is re- 
ceived, intercom is used to contact 
the production control supervisor to 
ascertain the whereabouts of the 
customer’s order. Next intercom is 
used to contact the plant superinten- 
dent or shipping department to order 
necessary changes. 


Production Control Supervisor 


Receives outside calls to hold or 
change order shipping date, or speed- 
up an order on a special rush job. 
When calls of this nature are re- 
ceived, he immediately uses the inter- 
com to alert plant superintendent. 


Production Section — Service De- 
partment 

Contacts retail stores for approval 
of deliveries on rush orders. Upon 
receiving approval, intercom is used 
to notify shipping department on 
time and date. 


Sales and Executive 


President and vice president have 
intercom phones equipped with ex- 
ecutive priority button permitting 
them to cut-in on any conversation, 

(Concluded on page 30) 
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For your free booklet, giving 
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Haslett Secured Credit can do 
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The following article is from 
a study by L. E. McKibbin which 
was motivated by a desire of his 
company, Baron Steel Company, 
and by the building trades of 
Toledo, for an analysis of prin- 
ciples and practices in net-or- 
discount terms of sale by build- 
ing trade suppliers in the Toledo 
area. 












are in general more economi- 
cal than cash discounts, con- 
cludes L. E. Me- 
Kibbin, credit 
manager of 
Baron Steel 
Company, after 
making a scien- 
tific evaluation of 
current _princi- 
ples and_prac- 
tices employed 
by building ma- 
terial suppliers in the Toledo area. 

While his study was very specific, 
both as to type of business and 
locale, Mr. McKibbin believes his 
general conclusions “may well be 
applicable to other lines of business 
in other areas.” The objective of the 
survey was to answer the question 
whether a cash discount should or 
should not be offered by a Toledo 
building materials distributor who 
is taking on a new line of aluminum 
windows. 

Noting that of the Toledo area 
suppliers surveyed there was an al- 
most even division between those 
offering a 2 per cent cash discount 
and those offering net terms only, 


N: TERMS in lines of credit 
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various; (9) net 30 days. NOTE: Th 
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e products represented imelude | 
and wood), and other miscellaneous items, but excluding briek. 
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NET TERMS versus CASH DISCOUNT 


Discount Influences Only “Twilight Zone” Accounts, Says Researcher 


the analyst arrives at these conclu- 
sions: 

1. Net 30-day terms are most prac- 
ticable; 

2. The offer of a cash discount is 
not going to affect sales appreciably 
one way or another; 

3. From a cost standpoint, with at 
least 58 per cent of the customers 
meeting terms whatever they are and 
only 7 per cent swayed from slow 
pay to discount, “the gain from faster 
collections is far offset by the cost of 
the discount program.” 


Here is the problem. The manufac- 
turer’s terms for the aluminum win- 
dows are 2 per cent 10 days, net 30 
days. The practice has been to pass 
along these terms to the company’s 
customers, mostly home building 
contractors. The result has been this 
hodgepodge of discount policy: steel 
windows are sold at 44% 10, net 30; 
pipe at 2% 10, net 30; aluminum 
windows at net; other products at 
various discounts. 


Problem of Varied Discounts 


“When more than one product is 
sold on the same order, the account- 
ing department has difficulty indicat- 
ing what discount applies to each 
product,” Mr. McKibbin comments. 
“The customer won’t bother to cal- 
culate how much discount to take, 
and quite often takes the line of 
least resistance by applying the high- 
est percentage to the total gross 
amount of the invoice,” with a re- 
sult “certainly not conducive to good 
customer relations. 

“The credit manager says to man- 





GENERAL TERMS 


CODE: (1) 2% 10th prox.; (2) 2% 10, net 30; (3) 144% 10, net 30; (4) 5% 10th prox.; (5) net 10th prox.; (6) net cash; (7) net 10 days; (8) 
ud. er, cement, roofing, siding, insulation, hardware, steel, windows (aluminum, steel 












agement: ‘We should give a uniform 
2 per cent discount like our competi- 
tors give, so that we can get our 
money in faster and avoid some bad 
debts losses.” This sounds fine, on 
the surface, but is he right? 

“Obviously there is no pat answer, 
Many factors are involved, All too 
often hasty, unwise decisions are 
based on ‘commonsense’ predilec- 
tions rather than scientific study.” 

For his study Mr. McKibbin drew 
a listing of building materials from 
a 1955 survey by Credit Research 
Foundation, Inc. In that survey 1,203 
companies in 32 industries had been 
covered, and the lines of credit re. 
vealed had varied as follows: 31% 
of the companies had net 30 days 
with chiefly a 1 to 2% discount 
range; 27% had proximo terms, 
usually 2% 10th prox.; 24% had 
net cash with no discount, more than 
85% of this group offering net 30 
days. 

For the Toledo study a sampling 
group of 25 companies listed under 
“Building Materials” in the telephone 
book was made up. Only two had 
made any significant change in dis- 
count policy in the past year. A lun- 
ber company had reduced its 10th 
proximo discount from 5% to 2%; 
a general supply company had gone 
to net cash only. 


Lines of Credit Tabulated 
The following table of the Mc- 


Kibbin survey shows the terms of 
sale by 26 companies in four build- 
ing trades in the Toledo area: 





WINDOWS 


Type of Total No. Total No. 

Company Companies (1) (2) (3) (4) (5) (6) (7) (8) Companies 1) (4) @®) @& (9 
Lumber 8 6 2 8 6 1 1 
Steel 3 3 2 2 
Concrete 3 3 0 

General Supply 12 5 2 1 1 1 2 6 2 1 1 2 
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AFTER a period as assistant 
collection manager for Rex- 
air, Inc., now in Detroit, L. E. 
McKibbin joined Baron Steel 
Company, Toledo, as credit man- 


ager. 

Mr. McKibbin attended night 
school at the University of To- 
ledo for a degree in business 
administration. He is a member 
of Beta Gamma Sigma, honorary 
business society, and Phi Kappa 
Psi, national scholastic honor 
society. 


Relating the findings to the prob- 
lem of determining a discount for 
the new line of aluminum windows, 
it is clear from the table that while 
the leaning is toward 2% 10th prox., 
there is no absolute uniformity. 

“One can safely assume, there- 
fore”, says Mr. McKibbin, “that any 
reasonable discount decided upon 
will have no significant influence on 
the customer, since there is no set, 
absolute pattern in the window in- 
dustry. 


“Qne noteworthy factor, however, 
is that most of the companies agree 
that a uniform discount should be 
offered the customer. Only 2 of the 26 
had varying discounts for the same 
customer.” 


How much can a company afford 
to pay for an increase in the speed of 
its collections? “Assume a discount 
of 2% 10 days, net 30. In effect the 
supplier is lending money at the rate 
of 36% per annum if the contractor 
fails to take the discount and pays 
on the thirtieth day. If money is 
worth 5% a customer would have 
to take 150 days to pay the bill to 
get a fair return for his extra cost. 
It seems reasonable that a supplier 
should try to deter a customer from 
taking the discount because of the 
extra profit thus earned.” 

To any argument that the quoted 
selling price is not the real price and 
that the slow pay or marginal risk 
is being penalized justifiably, Mr. 
McKibbin retorts: “Consider the 
risk in artificially raising the price 
2% to take care of the discount. A 
competitor may have net 30 terms 
and may publish a correspondingly 
lower selling price. Won’t this tend 
to pull some business to the compe- 
titer?” 


‘““ending to support this conclusion, 
the analyst says, is the fact that when 
30 contractors were asked what factors 


they considered in making their choice 
of a window, not one commented 
about discount. 


Conversely, “if the list price is 
on a par with that of the company 
offering net 30, the one offering a 
discount is losing revenue to the ex- 
tent that the real interest exceeds 
the current value of money. 

“Those customers in the ‘twilight 
zone’ who pay some bills on time 
and let others slide are the only ones 
who will be influenced to any extent.” 


The “Twilight Zone”’ 


Names of 100 building contractors 
were picked at random from the 
telephone book to learn how many 
might be classified in the “twilight 
zone”. Category was determined 
from checking each  contractor’s 
Credit Interchange reports. The re- 
sults: 


1. Always discount: 58% 
2. Always slow: 22% 
3. Sometimes discount, always 
slow on net terms: 7% 
4. No particular pattern 13% 


None of the 7% ran more than 
120 days slow, or about 150 days 
from date of invoice. 

One could then expect a 2% dis- 
count to cause 7% of the customers 
to pay 140 days earlier. 

From a mathematical checkup in 
a hypothetical case, Mr. McKibbin 
draws the conclusion that net terms 
are more economical. A company 
has $100,000 average accounts re- 
ceivable. If terms of 2% 10 days 
net 30 are given, $65,000 less $1.310 
(2%) will be collected within 10 
days. The cost of the discount pro- 
gram can be called $1,310. Under 
net terms $58,000 will be collected 
20 days later and $7,000 after 140 
days. If money is worth 5%, the 
extra time cost the company $294. 
This makes a difference of over 
$1,000 saved. The discount cost the 
company more than four times the 
amount saved by collecting the ac- 
counts sooner. 


A husband is really brok- 
en in when he can under- 
stand every word his wife 
isn’t saying. 

—Saturday Evening Post 
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with Auto-typist 














Even if you send only twenty letters a 
day you can do it cheaper, faster, and 
personalize every collection request 
with an Auto-typist. Personalized, Auto- 
typed letters stimulate action from de- 
linquent accounts more than form 
letters; each account is treated as an 
individual; and you can set up a real- 
istic follow-up schedule. 
























































Automatic letter typing saves money, 
too. The cost of an Auto-typist, for ex- 
ample, a standard model at $900, is 
equal to the salary of the average typist 
for only four months. Your typist will 
do as many collection letters in two 
hours as it would take her all day to 
type by hand! Many credit managers 
have doubled, even tripled their corre- 
spondence output with Auto-typist, 
without additional personnel. 






























































We'd like to tell you more about 
Auto-typist and how it can help 
your collection correspondence. 
Send coupon today. 


























{ . 1 
! AMERICAN AUTOMATIC TYPEWRITER COMPANY | 
! Dept. CF-3 I 
2323 N. Pulaski Road, Chicago 39, Illinois | 
1 Gentlemen: 
1 Please send me full information about Auto-typist , 
| and free booklet, ‘60 Best Business Letters.’’ ; 
SMa PO AA eis a 
Conmpunians Witte 
1 Address... ee es ae en eS eee I 
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KEEPING INFORMED 


PROVE-THE-EXPENSE wallet-sized 
booklet was designed by a tax con- 
sultant for business and professional 
men for business, travel and enter- 
tainment expense record. Each page 
of booklet is in form of actual re- 
ceipt which is authenticated at time 
of purchase. For details, sample copy, 
send self-addressed stamped envelope 
to Proov-It Company, P.O. Box 1677, 
Lake City Sta., Seattle 55, Wash. 


SIMPLIFYING BusINEss COMPUTA- 

TIONS—20-page booklet by com- 
puter-developer explains mechanics 
of slide rule in solution of operating 
ratios, pricing, depreciation, instal- 
ment account interest. $1.00 charge 
is refundable if any of the slide rules 
listed and illustrated is purchased. 
For details, write W. H. Pusch, 116 
Burnet, Port Lavaca, Tex. 


CueEck-List GUIDE TO PROFITABLE 
MARKETING, 1960 edition brochure 
of marketing consultants, updates 
and increases to 99 the original 
checklist of questions to aid in “in- 
ventorying” your company’s mar- 
keting program. For free copy, write 
Stewart, Dougall & Associates, 405 
Park Ave., New York 22, N.Y. 


PayrRoLL RecorD KEEPING, 6th ed. 

—by R. L. Thistlethwaite, Ph.D. 
with editorial assistance of Charles 
R. Hadley Co., unit of Burroughs 
Corp. 20 pages. One of “Pathfinder 
Accounting Series,” this 81x11” 
booklet compactly explains the basic 
payroll tax laws, their application 
to company payroll procedure, il- 
lustrates types of payroll records 
utilized. Supplementing exposition 
are short quiz sections and a com- 
plete practice set of forms with as- 
signments based on activities of a 
hypothetic company. $1.50 a copy. 
Gregg Publishing Div., McGraw- 
Hill Book Co., Inc., 330 West 42nd 
St., New York 36, N.Y. 


Informative reports, pamphlets, 
circulars, etc., which may be of 
interest to you. Please write di- 
rectly to the publisher for them. 
CREDIT AND FINANCIAL MAN- 
AGEMENT does not have copies 
available. 
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Guides to Improve Executive Operation 


To expedite receiving booklets 
described below in this column, 
address all inquiries concerning 
Efficiency Tips to CREDIT AND 
FINANCIAL MANAGEMENT, 44 
East 23rd St., New York 10, N. Y. 


EFFICIENCY TIPS 


826—Ecusta division of Olin Mathie- 
son Chemical Corp. announces 
“Waylite” special lightweight paper 
in 9-lb. and 12-lb. weights for offset 
duplicating, which should cut mail- 
ing costs drastically. 

v 
827—“Suggested Specifications for 
Top Quality Steel Desks and Filing 
Cabinets,” 8-page booklet is avail- 
able free from Bentson Manufactur- 
ing Co. 

v 
828—“How to Win Attention and 
Influence Audiences,” 4-page folder 
of Projection Optics Co., contains 
suggestions on use of opaque pro- 
jectors in lectures, meetings, group 


conanunications. Free. 
. 


829—DOT Gum Pen ballpoint de- 
vice which releases rubber cement 
instead of usual ink, for quick means 
of attaching papers, is described in 
illustrated brochure of Devon Tape 
Corp. 
v 
830—Bulletin 1641 of Luxco, Inc. 
illustrates and describes line of steel 
executive, secretarial, arm and side 
chairs, and selection of seating fab- 
rics available. 
v 

831—How Univac Service Centers 
solve clerical data processing and 
overload problems of even the small- 
est business, at the punched-card and 
electronic equipment installations of 
the company is described in folder 
U 1750 of Remington Rand Univac. 


832—“Eye-Catching Displays” for 
institutional and traveling exhibits, 
sales and educational displays, are 
illustrated in literature of Selexor 
Displays, Inc. 


833—National Cash Register Co.’s 
new booklet on integrated and elec- 
tronic data processing describes 
equipment for simplifying office au- 
tomation. Free, write us. 












BOOK REVIEWS 


BusINESS EXPERIENCE WITH ELEc- 
TRONIC CoMpuUTERS — 191 pages 
$5.00. Controllers Institute Re- 
search Foundation, Inc., 2 Park 
Ave., New York 16, N. Y. 

e Prepared by Price Waterhouse & 
Co. for the research arm of Control- 
lers Institute, this book explores 
deeply what happens when companies 
consider installing an electronic com- 
puter. Discussed are: the decision to 
automate, educating personnel and 
programming, introducing the equip- 
ment and operating with it, and the 
unresolved problems ahead. An au- 
thoritative and balanced report, from 
the top-management viewpoint. 


ACCOUNTING FOR NoNn-ACCOUNTANTS 
—By John N. Myer. $5.00. New 
York University Press, Washington 
Sq., New York 3, N. Y. 

e Recognizing that all persons man- 
aging a business must have some 
knowledge of accounting, this book 
ably presents in non-technical and 
easy reading such daily problems as 
income statements, balance sheets, in- 
come deductions, debits and credits, 
FIFO and LIFO, depreciation, legal 
capital, accrual basis, cost of goods 
sold, reserves, control accounts, re- 
tained earnings and net income, in 
the scope of a one-year elementary 
college course. Despite its brevity and 
simple approach the book loses none 
of its intended thoroughness. 


Your Feperat INcoME Tax and Tax GuipE 
FOR SMALL Business, official 1960 U. S. 
Government Guides—$1.95 each. Exact 
reprints of material appearing in the 
oficial publications of the same titles 
issued by the Internal Revenue Service. 
Garden City Books, Garden City, N.Y. 


Work MEAsurEMENT—By Virgil H. Rot- 
roff. 203 pages. $4.85. Reinhold Publishing 
Corp., 430 Park Ave., New York 22, N.Y. 
Tested methods and procedures are de- 
cribed by the management engineering con- 
sultant, in this discussion of work stand- 
ards, time study, standard data and speci- 
fication sheets and their use. 


Books reviewed or mentioned 
in this column are not available 
from CREDIT AND FINANCIAL 
MANAGEMENT unless so_ indi- 
cated. Please order from your 
bookstore or direct from the 
publisher. 
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SEVEN “PUBLICS” 
(Concluded from page 17) 


tendents—executives on every level. 

We should recognize today’s best 
methods and policies which we can 
readily adapt to help us maintain 
and improve worker morale; _in- 
crease confidence of those about us 
in our judgment and ability; repre- 
sent ourself, our department, our 
firm in the best possible light. 

Do it this way: 


1. Become more competent. 

2. Think more constructively. 

3. Acquire fresh points of view. 

4. Broaden your vision of busi- 
ness problems. 

5. Exchange ideas 
ences with others. 

6. Understand management poli- 
cies and functions. 

7. Develop your executive abili- 
ties. 

8. Improve and strengthen your 
position by alerting yourself to to- 
day’s public relations potentials in 
terms of your own business career. 


and_ experi- 


Bankers’ Resolutions 
Cover a Wide Range 


Avoidance of inflation, building 
up of a Treasury surplus, elimination 
of the interest rate ceiling on Treas- 
ury bonds, commendation of the 
Congress for raising the rate ceiling 
on Savings Bonds, indorsement of 
the Federal Reserve’s flexible credit 
policies, and elimination of inequities 
in taxation of financial institutions 
were among the subjects of resolu- 
tions passed by the American Bankers 
Association at its Miami Beach con- 
vention. 

“Avoidance of inflation should be 
one of the primary objectives of pub- 
lic economic policies”, one resolu- 
tion stated. Bankers, it explained, 
have a special responsibility to culti- 
vate a general understanding of the 
basic issues involved, and without 
such public understanding and sup- 
port “effective monetary, fiscal and 
debt management policies cannot be 
accomplished”. 

The bankers urged Federal tax and 
expenditure policies “that will result 
in 2 significant Treasury surplus and 
reduction of the public debt during 
periods of high level business activ- 
ity”. 

The rise of interest rates was at- 


tributed not to Federal Reserve 
policies but to “unprecedented credit 
demands arising out of vigorous busi- 
ness expansion, heavy Treasury bor- 
rowings, and inflationary psychol- 
ogy’, evidenced for example by in- 
vestors’ shifts to inflation hedges and 
others’ insistence on higher yields for 
some protection against dollar de- 
preciation. At the same time, the as- 
sociation declared, “any effort to pre- 
vent market forces from having their 
effect upon interest rates would 
greatly increase the inflationary 
potential in the economy and thus 
complicate the task of moderating 
cyclical fluctuations in business 
activity.” 


“To maintain world confidence in 
the dollar”, another resolution read 
in part, “we must follow fiscal, debt 
management and credit policies that 
will prevent a continued rise in our 
price level”, and our competitive 
trade position must be improved “if 
we are to continue to provide large 
amounts of funds to other countries, 
either through Government programs 
or private capital investment.” 


Strikes Cut GNP But Little; 
Up 3 to 4 Per Cent in Year 


Despite the strike-ridden third 
quarter of 1959, the gross national 
product “receded less than 1 per 
cent,” say the economists of the First 
National City Bank of New York. 
“Total output of goods and services 
was estimated at an annual rate of 
$481 billions, compared with the rec- 
ord $484.5 billions in the second 
quarter.” 

On the other hand, the GNP will 
rise 3 or 4 per cent in 1960 and 
possibly pass the $500 billion rate 
by year-end, seven speakers agreed 
at a University of Michigan Confer- 
ence on the Economic Outlook. 


Plastics Output Rises 25% 


An increase of 25 per cent in 1959 
production of plastics, to a total of 
5.6 billion pounds of raw materials, 
approximated $3 billions in value, 
compared with $2.5 billions in 1958. 
Each of the last seven years has 
brought a new record. The one for 
1959 was 10 per cent above original 
forecasts. 


UNTANGLE TAPE FILING PROBLEMS! 


ACME VISIBLE SYSTEMS 
handle tape or punch cards 


in record time 


Office automation is only as fast as your 
filing system. So back your machines 
with the fastest. Back them with Acme 
Visible. Tapes and punch cards are 
instantly filable and instantly available. 
Payroll, dividends, royalties, interest... 
for whatever purposes you use automatic 
machines, there’s an Acme Visible Sys- 
tem to keep pace with them and give you 
full benefit of speed and savings. 














' ACME VISIBLE RECORDS, Inc. : 
| 8403 West Allview Drive, Crozet, Va. | 
{ Please send brochures showing filing methods for fast j 
handling of input and output of |. D. P., E. D. P. and other 
automation systems. i 
I Name_ esate 
Rha See a nagemmaebiaetnd i 
\ Company ltd skis jaindliaiiieadmainea ease i 
I Address __ sap { 
I City slices __State. { 
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Modernizing the Office 





New Equipment to Speed Production al Reduce sees 


New Unit Automates Filing and Saves Floor Space 


659 Ten seconds is average time it 
takes to withdraw any file from 
a-to-z with ConsErv-A-MaATIC auto- 
mated filing equipment of Supreme 
Steel Equipment Corporation. Unit 
operates electrically; eliminates 
bending, walking, climbing, pulling 
or pushing of file drawers, permits 
sit-down filing. Up to 50 per cent 
floor space can be saved; a 16-shelf 
unit contains equivalent of five con- 
ventional four-drawer files, permits 
use of full wall space up to ceiling 
for completely accessible filing. For 
larger file rooms, a special file chair 
on built-in track is available. Units 
are made of heavy-gauge steel, are 
available in various heights and are 
equipped with 110-volt motor with 
plug that fits any receptacle. 


Jet-Age Photocopier 


660 Recently introduced Cormac 
“500” Copying Machine with Flo- 
Matic control incorporates unique 
mechanism which enables it to ex- 
pose, develop and separate original 
from copy, to produce copies with 





less handling and no waste of mate- 
rials. Cartridge storage feature ends 
solution handling, is said to prolong 
life of developer by protecting it 
from evaporation and oxidation. Ma- 
chine of Cormac Photocopy Corpo- 
ration in seconds copies everything 
from all sizes of originals up to 14 
in. wide and reproduces all colors, 
says maker. Attractive, compact unit 
will fit on corner of a desk. 


Desk Partitioner 


661 Space-saving DESK PARTI- 
TIONER of Marnay div. Rockaway 
Metal Products Corporation affords 
privacy and quiet to individual em- 
ployee; keeps daily work tools off 
desk yet within easy reach; extra 
desktop working space eliminates 
desk clutter. One unit can provide 
privacy for two employees working 
at facing desks. Reversible side per- 
mits installation of unit as either 


right or left hand “L”. 
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Germfree Phone 


662 Danco Sterile Telephone 
should be a boon wherever two or 
more persons use a phone in busi- 
ness, industry, hotels or the home, 
and should cut down on absenteeism 
due to infectious germs. Built-in 
Sterilamp emits bacterial radiation 
through ultraviolet rays which kill 
all bacteria within seconds after 
mouthpiece is returned to resting 
position. Sterilamp also produces 
controlled amounts of ozone which 
destroy odor molecules. Danco Tele. 
phone Company’s sterile telephone is 
available in decorator colors and has 


been featured in the Westinghouse 
“Total Electric Home.” 


Electronic Alarm 


663 Activating an alarm as soon 
as an intruder approaches or touches 
protected equipment, DrEBoLD Prox: 
IMITY transistorized Alarm System 
works round the clock to protect one 
or many pieces of plant, office or 


—— 


This Department will welcome 
opportunities to serve you by 
contacting manufacturers or 
wholesalers for further infor- 
mation regarding products de- 
scribed herein. Please address 
MODERNIZING, Credit & Finan- 
cial Management, 44 East 23rd 
St., New York 10, N. Y. 


—— 


—— ee” 
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store equipment, such as money 
chests, safes, file cabinets. Compo- 
nents of system are outside alarm 
housing, battery housing, master 
control unit (shown), and alarm 
connections to equipment protected. 
Easy to install, system may be 
adapted to remote locations or to 
leased wire facilities, says maker 
Diebold Inc. Power source is self- 
contained. Underwriters’ Labs has 
approved device as “local, mercantile 
safe and vault alarm.” 


Tape-Punch Unit 


664 Particularly useful where 
transactions are reported § from 
branch offices, storerooms or field 
locations to a centralized data proc- 
essing system but work does not 
warrant punched tape equipment, 
the BurroucHS CORPORATION Series 
P1100 ~—selectromechanical = Tape- 
Punching Machine is directly geared 
so that adding, printing and punch- 
ing are done at same time. No skill 
is required to operate, maker says. 
Tapes may be fed directly into com- 
puter or converted to punched cards 
for sales summaries, accounts receiv- 
able statements, ageing analyses, 
other data. 


One-for-8 Collator 


665 Fully automatic MacryMatic 
Collating Machine requires only one 
unskilled operator to turn out the 
work of eight or more employees 
manually gathering sheets of paper 
into sets and stapling them, notes 
manufacturer Macey Company. De- 
signed for medium-sized offices, unit 
is said to operate at speeds in excess 
of 20,000 sheets an hour and handle 
material ranging from onionskin to 
1%” hardboard. Device gathers, 
counts, checks and_ stacks. Com- 
pany’ “Stitch-a-Fold” device, for 


stitching and folding stock into book- 
lets, is available for attachment to 
collator. 


Aids Data Processing 


666 Where key punch equipment is 
unavailable or volume of punching 
does not justify the expense of key 
punch machines and skilled opera- 
tors, the pdp/MeK-A-PuncH machine 
of American Electronics, Inc., makes 
possible the direct coding onto cards 
of information in the field, elimi- 
nating dependence upon written or 
oral reports to transmit data from a 
remote location to a central data han- 
dling office. Device may also serve 
as an auxiliary machine in data proc- 
essing departments. Portable, simple- 
to-operate unit may be had for 80- 
column or 90-column tab cards. 


Music-to-Work-By 


667 ConLEY MoopMASTER continu- 
ous and automatic Background Mu- 
sic System permits user to control 
type of musical selection; provides 
background music that never in- 
trudes. One-reel tape magazine plays 
up to two hours of music without 
repeating; no cartridge flipping or 
tape rewinding is required, says 
maker Conley Electronics Corpora- 
tion. If left alone, magazine will play 
until removed or machine is turned 
off. Unit shown on eight-magazine 
storage base-stand is Scandinavian 
Modern design in solid walnut. Sys- 
tem may be leased or purchased. 


Filing-in-the-Round 


== 


= 


668 The shortest distance between 
user and records is around this ACME 
VistBLE Rotary Fite. “Lazy Susan” 
spinning action makes available up 
to a quarter-million record or data 
files to any of 1 to 12 users seated 
at desks around its circumference. 
Available in both motorized and 
manually turned models, the device 
of Acme Visible Records, Inc., is 
available in diameters ranging from 
40 inches for desktop models to 7714 
inches for large power rotaries. De- 
pending upon model, from one to 
six reference tiers spin the work to 
users. 
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NosLe M. McGuire has been ap- 
pointed secretary of Cabin Crafts, 
Inc., Dalton, Ga. He will continue 
to direct the credit department func- 
tions in addition to handling the 
company’s insurance program. He 
began in 1953 as credit manager 
for Cabin Crafts, also trading as 
Needletuft Rug Mills, which has a 
number of branches in this country 
and numerous foreign affiliates. A 
graduate of the University of 
Georgia, Mr. McGuire also holds the 
Fellow Award, National Institute of 
Credit. He is past president NACM 
Cherokee Unit, Chattanooga (1958- 
59) and while assigned in Atlanta 
he was active in the Georgia Asso- 
ciation of Credit Management. 


Miss Lois L. WARTMAN has been 
named credit manager, Davol Rub- 
ber Company, Providence, R.I. Miss 
Wartman began with the company 
15 years ago as secretary to the 
credit manager, and was appointed 
assistant credit manager in 1954. 
She holds the Associate Award, Na- 
tional Institute of Credit. Miss Wart- 
man’s memberships include: Rhode 
Island Association of Credit Men, 
Massachusetts Credit Women’s As- 
sociation, National Secretaries Asso- 
ciation; director Y.W.C.A.;_ vice- 
governor New England section, 
Ninety-Nines, Inc., and Women’s 
Pilot organization. 


Rospert A. NUNLIST, assistant 
treasurer and credit manager of the 
Armco division, has been advanced 
to general credit manager, Armco 
Steel Corporation, Middletown, 
Ohio. He will continue to serve as 
assistant treasurer Armco Div. Mr. 





R. A. NUNLIST J.C. CALDWELL, JR. 
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Nunlist began in Armco’s order de- 
partment and controlling division 
before becoming a credit clerk in 
1937. He progressed to assistant 
credit manager 1945, credit manager 
1951, assistant treasurer 1956. He 
is past president of the Cincinnati 
Association of Credit Management 
(1955-56), which in 1958 designated 
him “Credit Executive of the Year,” 
and he now is a member of the 
association’s advisory board. He has 
served on numerous national com- 
mittees. He holds the MBA from 
Xavier University, and the Executive 
Award of the NACM Graduate 
School of Credit and Financial Man- 
agement, Dartmouth. 

At the same time JoHn C. CALp- 
WELL, JR. was promoted to credit 
manager of the Armco Division. He 
began with Armco in 1946 as credit 
clerk, advancing to assistant credit 
manager of the division in 1951. He 
is a director of the Cincinnati credit 
association and chairman of its edu- 
cation committee. A graduate of 
Miami University, Mr. Caldwell also 
holds the Executive Award of the 
NACM Graduate School, Dartmouth. 


Wayne G. WickLunp has been 
named president and general man- 
ager, V. J. McGranahan Company, 
Inc., Dayton, and McGranahan Dis- 
tributing Company, Toledo, and 
CHARLES H. MoELLENBERG has been 
appointed vice president and treas- 
urer of both companies. Mr. Moel- 
lenberg is past president of the 
Credit Association of Northwestern 
Ohio (1958-59), now is councillor. 
Rosert ARDEN, also active in or- 
ganized credit, is vice president and 
general manager at Dayton. 

V. J. McGranahan, founder, be- 
comes board chairman of both com- 
panies. 


Josepu J. Sreic has been pro- 
moted to assistant cashier of Ohio 
National Bank of Columbus, which 
he joined three years ago as special 
credit representative. 

Graduate of the University of 
Cincinnati, Ohio State U. and Frank- 
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N. M. McGUIRE 





J. J. STEIG 


C. H. MOELLENBERG 





* 


W. J. NABER, JR. 


G. F. WINGARD 


lin U., Mr. Steig served 12 years as 
credit manager of The Tracy Wells 
Company and, earlier, 11 years as 
assistant credit manager of Julian & 
Kokenge Company. He is a past 
president of The Columbus Credit 
Association. 


Water J. Naser, Jr., named 
general credit manager of Monsanto 
Chemical Company, St. Louis, on 
promotion of George F. Wingard to 
assistant director, treasury depart: 
ment (CFM February, pg. 24), holds 
a degree in banking and f- 
nance from New York University 
and the Executive Award from 
NACM’s Graduate School (Dart: 
mouth, 1959). 

Mr. Naber, an Infantry major in 
World War II, was with Binney & 
Smith, Inc., New York City, for 16 
years and was assistant credit man- 
ager when he left to join Monsanto 
as credit manager for the organic, 
inorganic, plastics, and overseas di- 
visions in New York. Credit organi- 
zation offices held include chairman 
National Chemical Credit Associa 
tion and chairman Raw Material 
Credit Association. 





Leo E. Kucera has been pro- 
moted to general credit manager of 
Consolidated Foods Corporation, 
Chicago, to succeed Ray Slattery, 
retired. Mr. Kucera’s start in 1940 
was with Western Grocer Company, 
which subsequently became a divi- 
sion of Consolidated. While he was 
serving as credit and office manager 
at Cedar Rapids, he was named 
president of the Cedar Rapids Asso- 
ciation of Credit Management. He 
was Davenport office and credit man- 
ager before his present appointment. 

Mr. Slattery has retired to his 
former home in Denver, where sev- 
eral years ago he was president of 
the Rocky Mountain Association of 
Credit Men. 


CHARLES J. ReEuscHER has been 
appointed district manager, Chicago 
ofice of Douglas-Guardian Ware- 
house Corporation, it was announced 
by Neil A. Bryning, vice president 
and general manager at New Orleans 
headquarters. Mr. Reuscher previ- 
ously was with D-G’s Los Angeles 
office and served as cross auditor on 
a national basis for the executive 


L. E. KUCERA C. J. REUSCHER 


E. W. KELLEY J. R. WALKER 


ie 


Cc. P. ROONEY 


JOSEPH MORSE 


office. Earlier associations were with 
Duquesne Bank, Pittsburgh, and as 
credit manager for a national ap- 
pliance manufacturer. 


E. W. Kewiey, former general 
manager of distribution-sales service 
division, has been named treasurer 
of General Foods, White Plains, 
N.Y., to succeed B. B. Warren, re- 
tired. The corporate treasurer’s func- 
tion has been broadened to include 
the distribution-sales services divi- 
sion and commercial evaluation de- 
partment, in addition to the present 
treasury, credit and insurance activi- 
ties. Mr. Kelley is a certified public 
accountant. 


JoHn RocGeR WALKER has been 
promoted from assistant vice presi- 
dent to vice president, Mercantile Na- 
tional Bank at Dallas. He went with 
the bank following graduation from 
Southwestern University, George- 
town, Texas (B.A., B.B.A.). Ad- 
vancement followed from credit de- 
partment employment in 1944 to 
assistant manager of the department, 
assistant cashier, assistant vice presi- 
dent. In the Dallas Association of 
Credit Management he has served as 
chairman of the Oil Well Supply 
Group. He has conducted a number 
of American Institute of Banking 
courses. 


JosEPH Morse has become finan- 
cial vice president, Sun Chemical 
Corporation, New York City, with 
responsibility for Sun’s acquisition 
program in addition to financial 
functions. He formerly was director 
of finance operations, Radio Corpo- 
ration of America, and president of 
RCA Credit Corporation. He is a 
member of the New York Bar. 


C. P. Rooney, treasurer, Mine 
Safety Appliances Company, Pitts- 
burgh, has additionally been named 
vice president. A graduate of 
Duquesne University, Mr. Rooney 
received his CPA degree in 1932. 
He began with Mine Safety Ap- 
pliances in 1927, became assistant 
secretary in 1940, assistant treasurer 
1948. He is a director of Callery 
Chemical Company, jointly owned 
by MSA and Gulf Oil Corporation, 
and of Mine Safety Appliances Com- 
pany of Canada Ltd. He is a member 
of the Industrial Credit Club, The 
Credit Association of Western Penn- 
sylvania. 


In promotions at T.B.C. Asso- 
ciates, Inc., New York City, E>warD 
P. ADDISON, vice president and gen- 
eral manager, has been appointed 
executive vice president, and YUNG 
Y. Lee and WituiamM F. McENTEE 
have been named vice presidents. 
Francis V. CELENTANO has_ been 
named assistant vice president of 
the company, which is the service 
unit of Textile Banking Company to 
handle manufacturing clients who 
sell the retail field. 


Paut R. Wiccins, named senior 
new business consultant of James Tal- 
cott, Inc., was assistant vice president 
of Bankers Trust Company, and pre- 
viously had been associated with the 
Commercial Credit Companies in Bal- 
timore and New York. 


FREDERIC E. JoHNSTON has been 
appointed chief accountant of the 
Aliquippa (Pa.) Works of Jones & 
Laughlin Steel Corporation, succeed- 
ing GreorceE L. LANE, Sr., retired. 
F. RicHarp GRAHAM takes Mr. John- 
ston’s former post as chief account- 
ant at the Cleveland (Ohio) Works. 
W. S. ANpDERSON, JR., succeeds Mr. 
Graham as assistant chief account- 
ing—mill-accounting at Aliquippa, 
and LuTHEeR L. Morton now has 
Mr. Anderson’s former office as 
budget coordinator there. 


Ernest D. Witt has been elected 
president of Arlington (Va.) Trust 
Company and H. Paut Mowunrt has 
succeeded him as_ executive vice 
president. FRANK S. EMBREY is now 
senior vice president, and Epwin D. 
FRANCIS, treasurer, adds duties as 
vice president. Harry EsSMACHER 
also was elevated to vice president. 
LAWRENCE W. DoucLas resigned the 
presidency to have more time for his 
responsibilities as trust officer. He 
continues on the board. 


The Commercial Union Group of 
fire and casualty insurance companies 
has named Hoyt AMMIDON a di- 
rector and member of the joint fi- 
nance committee of several of its 
member companies. Mr. Ammidon is 
president of United States Trust 
Company of New York. 


RicHarD C. STEELE, formerly as- 
sociate publisher of the Worcester 
(Mass.) Telegram and Gazette, has 
been named vice president-finance, 


New York Herald Tribune. 
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Legal Rulings and Opinions 


Income Taxable to Widow 


A taxpayer had unrestricted right 
to both income and principal of prop- 
erty under the will of her deceased 
husband, but she used only a part 
of the income and none of the prin- 
cipal. The appeals court affirmed a 
district court ruling that the will 
gave his widow a life estate but did 
not create a trust. As the testator in- 
tended that the wife have unrestrict- 
ed control over the income from the 
property, the court held it taxable to 
her rather than a testamentary trust. 
Smith, CA-5, 1959. 


No Gain on Transfer 


Employees owned a corporate tax- 
payer’s stock under an agreement re- 
quiring repurchase at a fixed price 
on the employee’s retirement. In re- 
purchasing the stock of one employee 
the corporation transferred appreci- 
able property of a market value 
equal to this price, reported the gain 
on the appreciated property and 
sought a refund. The court allowed 
the refund, holding the transaction 
was part liquidation, not a sale of 
the appreciated property. Part li- 
quidations are tax-free. Johnson, Car- 


vell & Murphy, DC California, 1959. 


Not Dividend Income 


When a corporation purchases in- 
surance on the lives of its stock- 
holders, the proceeds to be used in 
payment for their stock, the pre- 
miums are not to be treated as divi- 
dend income to the insured though 
he has the right to designate the 
beneficiary, provided the beneficia- 
ry’s right to receive the proceeds is 
conditioned upon transfer of the 
stock to the corporation. Rev. Rul. 


(IRS) 59-184. 


Liability of Beneficiary 


The beneficiary of a life insurance 
policy is not liable, as a transferee, 
for the Federal tax deficiencies of the 
insured unless such liability is im- 
posed by local law, a U.S. Supreme 
Court opinion states. In a recent 
case, local law made a transferee 
liable to the extent of the value of 
assets transferred to him by an in- 


solvent debtor with an intent to de- 
fraud. A taxpayer’s husband trans- 
ferred the policies to her before a 
deficiency was assessed against him. 
The transfer left the husband insol- 
vent. The court ruled the taxpayer 
was liable to the extent of cash sur- 
render value of the policies trans- 
ferred to her. Robert Leslie Bowen 


(31 TC #22) 1958. 


Insurance Agency Contracts 


An agency’s contracts with the in- 
surance companies did not specifi- 
cally name the persons authorized to 
accept risks. Only persons licensed 
by the state may sell insurance, and 
the only licensed persons in the 
agency are stockholders who meet 
the other personal holding company 
tests. The commissions they earn, the 
Internal Revenue Service rules, are 
not personal income service because 
specific individual stockholders are 
not designated by the contracts as 
the ones to perform the service. The 
agency might take in licensed em- 
ployees without violating the contract 
with the insurance company. 


INTERCOM. TIE-IN 
(Concluded from page 21) 
to provide speed in obtaining de- 
partmental information on_ state- 
ments, credits, accounts payable and 
receivable, special shipping orders. 


Credit Department 


Upon receiving outside call, uses 
intercom to notify shipping and pro- 
duction departments on release or 
approval of certain orders, or with- 
holding of shipments as situation 
arises. 


Uses for Internal Communications 

The new Tele-Norm PAX inter- 
com system has speeded up inter- 
departmental services and internal 
communications in two ways: by 
eliminating unnecessary walking and 
providing each employee with point- 
to-point contact throughout the or- 
ganization. 

A special feature of the intercom 
permits it to be integrated with 
Sealy’s public address system. If one 
party calls another and the latter is 
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away from his desk, the calling party 
simply dials a special number whicl: 
automatically connects his intercom 
telephone to the public address am. 
plifier. The telephone then functions 
as a microphone which pages the 
desired party notifying him to pick 
up the nearest intercom phone and 
dial a requested number. 
Previously, internal calls were 
made over the public telephones and 
required services of the switchboard 
operator. If the called party was 
away from his desk, a request for 
paging would have to be made to the 
operator, who was the only one to 
have access to the paging system. 


Billing Department 

Receives a call over the intercom 
from shipping department asking for 
a change in or split bill. By the time 
a person from shipping comes for 
revised bill, it is already prepared. 
Waiting is eliminated. 


Purchasing Agent 

Uses intercom for two main pur- 
poses: 1) Upon receiving an outside 
call, he will check on deliveries with 
the receiving department. 2) To 
check with all departments on in- 
ventory. 


Service Department 


Service time has decreased be- 
cause shipping is notified immedi- 
ately. Previously, calls received 
through the busy switchboard opera- 
tor had to wait for the end of the 
day for transmission. 


Production 


There are six intercom phones 
throughout the plant area. Depart- 
ment heads use them to page or dial 
stockroom requesting that certain 
materials be speeded over to the 
production line. They also use the 
intercom to coordinate production 
activity on rush orders or special 
units, between different production 
departments, e.g., box spring, head- 
board, frame and mattress. 

There are four departments in- 
volved in coordinating assembly of 
this set. By tying together all the 
various departments at Sealy, the 
private telephone system enables 
them to work as a unit to provide the 
customers with better, quicker and 
more efficient service and at less cost, 
the company spokesman notes. 
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WASHINGTON 


(Concluded from page 6) 


“lurching boom”), inventory up $4. billions, 
residential construction to drop perhaps $2 
billions, and consumer purchases for goods and 
services to increase by $18 to $20 billions. 

Mr. Burns, president-elect of the associations, 
said downturns of the economy will be less 
severe. 

Miss Gertrude Bancroft, Government econo- 
mist on employment, predicted the labor force 
will grow by 23 millions by 1975. 


q Business has an obligation to reduce prices 
when productivity gains are larger than average 
and wages paid do not exhaust the entire gain 
in efficiency, Raymond J. Saulnier, as chairman 
President Eisenhower’s Council of Economic 
Advisers, told a conference of 47 civic and 
consumer organizations. 

The conference, sponsored by the Federal 
Trade Commission to alert the public to fraudu- 
lent “bargains” and misleading advertising, was 
ideated by a special inter-agency anti-inflation 
committee, which Dr. Saulnier heads. 

Noting that any declines shown in the con- 
sumer price index in recent years originated in 
prices of foods rather than other items, Dr. 
Saulnier said: 

“The time has come when the responsibility 
for the price level should be shared by industry 
and not shouldered exclusively by the farm 
community.” 


@ IMPROVEMENT of the U.S. balance-of-pay- 
ments status is “essential if we are to maintain 
a sound basis for providing capital on a large 
scale to underdeveloped countries and to meet 
our other important national and international 
obligations,” Robert B. Anderson, secretary of 
the treasury, told the American Economics As- 
sociation at its convention in Washington. 
While a temporary improvement in exports 
is reported, Mr. Anderson warned that the deficit 
in our world transactions makes positive meas- 
ures imperative. (These views were seconded 
by a panel of college marketing specialists ad- 
dressing the American Marketing Association. ) 
On the domestic front Mr. Anderson centered 
his advocacy of a flexible budgetary policy 
largely on his faith in such “built-in stabilizers” 
as unemployment compensation payments and 
automatic declines in tax receipts when unem- 
ployment reaches large totals. 
However, on the values of such stabilizers as a 
solution, a research staff of a joint Congres- 
sional economic committee in a recent report 
disagreed, holding that they could only lessen 
the impact of ills in business cycles, not cure 
them. 
The committee economists, employed by Con- 


gress and headed by Prof. Otto Eckstein of Har- 


vard, opposed the Federal Reserve’s chief reli- 
ance on monetary restrictions to curb inflation 
and urged easier credit, higher taxes to effect 
budget surpluses in times of prosperity, tax re- 
ductions rather than increased Federal spend- 
ing in recession periods. 

The committee advocated greater Federal out- 
lays for health, education and research (possibly 
to include Federal spending to provide more 
hospitals and doctors), restriction on what the 
committee called the ability of large corpora- 
tions to raise prices without consideration of 
market factors when labor costs go up, expan- 
sion of antitrust actions, less variable defense 
orders. 

The report in part is in line with expressed 
views of the committee chairman, Sen. Paul H. 


Douglas (Dem., IIl.). 





OFFICIAL TEXTS — of all mobilization 
agency regulations may be had, free of 
charge, by writing the Information Division 
of the agency involved, Washington 25, D.C. 


THE FEDERAL REGISTER—a Government 
daily publication, which contains full texts 
of all regulations, is available from the 
Superintendent of Documents, also at Wash- 
ington 25, D.C. 


@ Or mport Quota for the first half of 1960 
has been raised to 1,529,943 barrels a day for 
the United States and Puerto Rico, says the 
Department of the Interior. 


@ TicGHT MONEY may soon force the Federal 
Reserve Board to push its discount rate above 
the 4 per cent enacted in September and may 
compel the Treasury to pay 5 per cent interest, 
and more, on Federal securities, American Fi- 
nance Association members were told by Norris 
O. Johnson, vice president of the First National 
City Bank of New York. 

“Booming conditions in Europe are bringing 
wage-price pressures and advances in. money 
rates and bond yields”, Mr. Johnson declared. 
“The trend fortifies expectations of tight con- 
ditions here.” 


@ Tuat the tight-money policy had effectively 
curbed the growth of money supply last year 
was reflected in Federal Reserve Board statistics 
for December, which showed a slight drop from 
November in the seasonally adjusted supply and 
a rise of less than one-half of one per cent for 
the year. 

Early in 1959 the money supply was rising 
faster than the Federal Reserve considered ad- 
visable. It fell back at mid-year and then re- 
mained comparatively stable. Due in part to the 
money squeeze of 1959, the supply now is lower 
in relation to gross national output than at any 
other time since World War II. 
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Several Facets of Safety Used 


In Poultry and Feed Business 


HARRY G. TRAVERS 


Credit Manager 
Burrus Feed Mills 
Fort Worth, Texas 


E at Burrus Feed Mills take advantage of several 

facets of safety, in trying to complete a sale. We 
finance poultry and livestock on a note and mortgage 
basis, after first receiving a written lien record search 
report from the county clerk, of the county in which the 
livestock or poultry is to be placed, stating that no prior 
mortgage exists covering these or former animals or 
birds. 

We will not accept a finance application without a 
financial statement. 

Sometimes a grower may want to raise more poultry 
or livestock than he should, on his net worth. Instead 
of declining, we see if we can get more security for 
safety. 

We finance bulk feed bins to our growers on a lease- 
purchase agreement, on a 12-month pay-back. The title 
doesn’t pass until we are paid, and a mortgage is not 
necessary. 


We have some dealer-warehouse combinations, wherein 
we keep a consignment of feed in a warehouse. The dealer 
may draw from our stock and invoice himself, up to the 
credit limit approved. The operator-dealer, and all his 
employees, are then bonded. In one of these arrange- 
ments, which was incorporated for only $10,000, we took a 
guaranty from the officers, whose combined net worth 
was much greater. 


On broilers financed by us, the dealer is 100 per cent 
responsible for any loss incurred by the grower. On 
laying hens, his responsibility is only 50 per cent. This 
guaranty is signed by the dealer and witnessed by our 
representative. The salesman’s commissions may be de- 
ducted if earned on feed sold to a financed account that 
does not pay out. 


RALPH E. SEAL 
(Concluded from page 10) 


These types of ventures may not classify as big busi- 
ness, but in the aggregate such operations do represent 
a fairly respectable potential market. 

The aggressive and progressive credit manager serving 
the oil industry must therefore be prepared to search 
diligently for ways and means to approve credit for en- 
tirely new ventures, while at the same time protecting his 
company’s investment in receivables. The use of some 
type of security device quite often provides the best 
answer. 

Very few drilling contractors have the necessary funds 
on hand to pay for a new rotary rig when replacement 
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becomes necessary. Therefore, some type of time-pay- 
ment plan may be indicated; and the use of chattel 
mortgages or conditional sales contracts is generally the 
method for securing the unpaid balance. 

The deed of trust is often used to secure an agreement 
to furnish all equipment necessary to completely equip 
a stated number of wells on a specific leasehold property 
or properties. This instrument serves the double pur- 
pose of creating a lien against the real property and 
also creating a lien against the personal property on the 
leasehold estate, by the simple means of incorporating 
the features of both instruments in one document and 
then filing the document in duplicate in the Record of 
Chattel Mortgages as well as in the Deed Records of the 
county in which the property is located. 

Even using all the security devices available, the credit 
manager for the oil field supply house may face several 
hazards. He must guard against the possibility of repos- 
session of equipment of a highly specialized nature, or 
equipment made to special order where no secondary 
market exists in the event of repossession. 

Without the use of the various security devices, the oil 


field supply house as it is known today would almost 
cease to exist. 


PARTICIPATING IN THE SYMPOSIUM 


Excmer A. Bruett, credit manager of Bestt Rollr Inc., Fond du 
Lac, Wis., writes from 40 years of experience in law and execu- 
tive positions. Marquette University graduate and Harvard 
postgraduate, he was legal councillor transportation—ordinance, 
Port of New York U. S. Army, after return from World War I. 


W. F. Puiturrs, credit manager New Orleans branch of The 
American Sugar Refining Co., is a graduate of Mars Hill 
College and studied accounting at Eastman-Gaines College. 
Successively credit manager McCown-Mahoney Co., Johnson 
City, Tenn.; assistant district credit manager Fairbanks-Morse 
Co., Jacksonville, Fla.; district office and credit manager Kelly- 
Springfield Tire Co., Jacksonville and New Orleans. Past presi- 
dent New Orleans chapter National Institute of Credit (Fellow 
Award), past director New Orleans Credit Men’s Association. 


LonniE D. Ruoaps, Sioux City branch office and credit manager 
Missouri Valley Machinery Co., attended night school Southern 
Methodist University, Dallas. After early experience with Fort 
Worth National Bank, Kimbell Wholesale Grocery, and D. C. 
Hall Transport, Inc., he became credit and collection manager 
Transport Clearings, Inc., Dallas, then credit manager Home 
Furniture Co., Dallas; owned credit consultant firm, joined 
Missouri Valley Machinery Co. at Omaha as collection manager. 


Sam C. Scruces, Jr., secretary-treasurer Carrier-Bock Co., Dallas, 
attended Southern Methodist University. After 12 years in ac- 
counting and sales with motor freight lines, entered construction 
field. Joined Carrier-Bock as office manager. President Dallas 
Association of Credit Management. Fellow Award NIC, 


Ratpu E. Seat, district credit manager Bradford Supply Co. 
Wichita Falls, Texas, joined the company in 1937 at the main 
offices in Bradford, Pa., became assistant to the treasurer in 
1942, and was transferred to Wichita Falls two years later as 
district credit manager. 


Harry G. Travers, credit manager Burrus Feed Mills, Fort Worth, 
attended Southern Methodist University. After 13-% years in 
an electric utility’s accounting department he became credit 
manager Russell-Miller Milling Co. for 14 states; then credit 
manager for a national radio chain. Joined Burrus Feed Mills 
as credit manager. Past president Texas Feed Manufacturers 
Credit Managers association. 
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By Frank W. Ries 
Credit Manager 


The R. J. Brown Co., St. Louis, Mo. 


Publicity Chairman 
64th Annual Credit Congress 


HILE the formalizing of out- 

standing panel discussions 

and speakers is taking final 
shape, the Credit Women’s Group and 
the Credit Wives of the Host Associa- 
tion of St. Louis are going all-out with 
plans for an interest-packed program 
of entertainment and surprises for 
the Credit Women and Wives when 
they assemble at the 64th Annual 


| Credit Congress of the National As- 
| sociation of Credit Management, in 


| St. Louis May 15 to 19. 


It is this issue of your magazine 
that the publicity committee desires 
be taken home to the wives and 
families of the conventioners. The 


| Credit Women’s Groups of guest as- 
| sociations also will note what is in 


preparation for them in their non- 
business hours. 

The business portion of the Credit 
Women’s programs will be publi- 
cized in later issues of CREDIT AND 
FINANCIAL MANAGEMENT. This num- 
ber deals with their extracurricular 
activities. 


Under the capable leadership of 
chairman Mrs. Evelyn L. Meints, of 
R. E. Funsten Company, and her two 
vice chairmen, Mrs. Bertha Ridley, 
Glidden Co., and Mrs. Mae Simon, 
Machinery, Inc., the St. Louis Credit 
Women have completed plans for 


every waking minute of Convention 
Week. 


From the beginning on Sunday, 
May 15th, when they will assist the 
Credit Wives of St. Louis at the an- 
nual Reception and Tea, through 
Thursday, May 19th, when we say 
“Till We Meet Again,” there will be 
credit women executives acting in 
many capacities to help make your 
stay in St. Louis enjoyable and 
memorable. 

Complementing the general ses- 
sions and Industry Group Meetings 
—the business gatherings of the 


Program Packed with Interest and Surprises 
Awaits Wives and Credit Women at St. Louis 


Mrs. Alta Sethaler 


Credit Congress—the Credit Women 
have three special events which are 
strictly “for the girls.” 

On Monday, May 16th, is the An- 
nual Business Luncheon, conducted 
by the National Credit Women’s Ex- 
ecutive Committee, Mrs. Alta Set- 
haler, chairman. Mrs. Sethaler is 
credit manager of Central Electric 
Supply Company, Denver. Besides 
the novel table decorations, a de- 
lightful “Something to Remember 
St. Louis” has been planned. 

Tuesday evening, May 17th, after 
a day of learning and exchanging 
ideas in the Industry Group Meet- 
ings, comes the Credit Women’s 
Banquet. Here is renewed that grand 
opportunity to resume old _ friend- 
ships and make new ones. 

For this occasion, the St. Louis 
Group has selected a speaker to make 
you forget your cares and give you 
that “added something” that comes 
with spring. 


When your reporter attempted to 
learn the identity of this personality, 
all he was told was that she is 
“voung, glamorous, witty, and very, 
very interesting’. And so an element 
of “mystery” is injected to whet in- 
terest in convention attendance. 


The Credit Women’s Forum is set 
for Wednesday afternoon, May 18th. 






Here the delegates of all the Credit 
Women’s Groups represented meet 
to exchange ideas on the workings of 
the groups—on membership in the 
association and their own group— 
educational scholarships—program 
planning—money raising projects, 
all counseled by the Credit Women’s 
Executive Committee. 

All the functions are well planned. 
Now—“You” pian to attend and 
make them a success. 


Special Features 
For Credit Wives 


The Credit Wives, under the chair- 
manship of Mrs. Ralph E. Brown and 
her vice chairmen, have also planned 
a most interesting program for the 
ladies at the Credit Congress. 

On Sunday afternoon, May 15th, 
from 3 to 6 P.M., assisted by the 
Credit Women’s Group, these ladies 
have arranged a tea and reception 
to be in the Goid Room of the 
Sheraton-Jefferson Hotel. This is that 
first golden opportunity to get to- 
gether, and many more will follow. 


Tour to Famed Gardens 


On Monday morning, May 16th, 
the wives can attend the first of the 
general sessions of the convention 
and hear the addresses of welcome, 
and others. Then, after an early 
lunch (or late breakfast), at 12:30 
P.M. there will be a bus tour which 
will feature a visit to the world 
famous Missouri Botanical Gardens, 
also known as Shaw’s Gardens, 
(named after the donor, Henry 
Shaw), and to many other points of 
interest. 

The tour will also include a “sur- 
prise or two” in entertainment for 
the visitor-guest-delegate. 

In addition there will be a card 
party and tea, with table prizes, for 
those who do not wish to take the 
tour. 

Tuesday, May 17th, brings the 
“free time” that the wives welcome, 
for it is then, while the Industry 
Group Meetings are in sessions, that 

(Concluded on page 36) 
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Deaths 


Ralph H. Mullane, National 
Director, Dies at LaGuardia 
On Way to Washington Meet 


Ralph H. Mullane, assistant vice 
president of Liberty Mutual Insurance 
Company, Boston, and a director of 
the National Asso- 
ciation of Credit 
Management, 
dropped dead 
February 5th at 
LaGuardia Air- 
port, New York, 
as he was about 
to board a plane 
for Washington, 
D.C., to attend 
a meeting of presidents, councillors 
and secretary-managers of the 
NACM Eastern Division. 

Mr. Mullane, who was with Liberty 
Mutual more than 35 years, had been 
appointed general credit manager in 
1930, assistant vice president in 1953. 
He was a graduate of Brown Uni- 
versity and a president of the Brown 
Club of Boston. 

In his more than 30 years of 
affiliation with the New England As- 
sociation of Credit Management, Inc., 
he had held many offices and was 
president 1953-55. In National he 
served on many committees and was 
especially active in the Insurance 
Advisory Council. He was elected a 
national director at the 6lst Annual 
Credit Congress at Miami Beach in 
1957. 


R. H. MULLANE 


William Henry Kittleman 


William Henry Kittleman, 52, for 
25 years credit manager of Philip 
Morris, Inc., died at University hos- 
pital, New York. He had joined the 
company as credit assistant. Mr. Kit- 
tleman was active in the National 
Association of Credit Management 
and in the New York affiliate. 


George W. Brainard 


George W. Brainard, retired execu- 
tive vice president of the Board of 
Trade of San Francisco, died recently 
after a heart attack. He had become 
associated with the Board in 1908, 
was named secretary in 1914, served 
as executive vice president from 1939 
to 1950, and continued in an advisory 
capacity until 1958. 


Benno Brink, Senior Referee in 
Bankruptcy, Los Angeles, Dies 


Benno Brink, senior referee in 
bankruptcy, Southern District of 
California, Central Division, died in 
Los Angeles a day after his 7lst 
birthday. 

After a period of association with 
the law offices of the late Joseph 
Scott, Mr. Brink was first appointed 
a referee in 1936. 

Mr. Brink had been in the cast 
of “The Voice of the Gavel” when 
the play based on bankruptcy court 
proceedings was staged at the Pacific 
Southwest Credit Conference. He 
had been expected to participate at 
the presentation scheduled for the 
Credit Congress in St. Louis this 
May. 


William A. Kroger 


William A. Kroger, who was presi- 
dent of the Cincinnati Association of 
Credit Management in 1942, died 
after a long illness. He had been 
treasurer of Storrs-Schaefer Com- 


pany. 


Bulloss Heads Board of 
Credit Men’s Fraternity 

Charles A. Bulloss of H. A. Caesar 
& Co., New York, has been elected 
chairman of the board of Credit 
Men’s Fraternity, Inc. Formerly 


president, Mr. Bulloss succeeds Fr. 
vin A. Schutz of Burlington Indus. 


tries. 
The new president is Augustus J. 


Weiss, Lehigh Valley Coal Sales Co. 
Also elected were: first vice presi- 
dent, Joseph Schneider, Bachmann 
Uxbridge Worsted Co., Division of 
Amerace Corp.; second vice presi- 
dent, Charles R. Rhodes, Meinhard 
& Co.; third vice president, Jack 
Perl, Naitove Factors Corp.; secre- 
tary, Paul M. Strick, James Talcott, 
Inc.; assistant secretary, John L, 
Kaiser, Dan River Mills; treasurer, 
Raymond J. Dougherty, Jr., North 
American Rayon Corp., and assistant 
treasurer, Ben Cohen, Shapiro Bros, 
Factors Corp. 

Directors named to three year 
terms are: J. Joseph Brown, Leslie 
Catlin & Co.; Albert M. Bullwinkel, 
Bachmann Uxbridge Worsted Co., 
Division of Amerace Corp.; Mr. 
Cohen; James F. Healy; Harry W. 
Horstmann, Ames Textile Corp.; 
Frank J. Kelly, Crompton-Richmond 
Co.; A. Louis Oresman, Aronson & 
Oresman; Mr. Perl, Mrs. Mildred 
Salmon, National Carbon Co.; An- 
thony C. Skapley, Reliable Textile 
Co. and Mr. Weiss, Mr. Kaiser was 
named to a one year term on the 
board. 

Miss Mildred C. Morrison is cor- 


responding secretary. 


HONORS to Henry T. Farrell, on completion of 25 years of service as executive 
secretary and manager of Rhode Island Association of Credit Men. Past presi- 
dents with whom he had seen service planned the testimenial, at which a purse 
was presented him. Left to right: Howard F. Barker, director Citizens Trust Co. 
a founder of the association; Mr. Farrell; Timothy E. Hopkins, director and 
resident secretary of the Equitable Fire and Marine Association, current presi- 
dent of the Rhode Island association; and Howard S, Almy, secretary and a 
sistant treasurer Collyer Insulated Wire Co., and association adjustment burea 


president. 
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ROYAL ORDER OF ZEBRAS IN ACTION. This was the setting for the passing of the gavel at the Dallas convention 
to the Grand Exalted Superzeb, John G. dePass (second from right), National-U. S. Radiator Corp., Johnstown, Pa. 
Officiating was Joseph D. Sansoni, now Grand Councilor, of Avondale Marine Airways, New Orleans. Left to right: 
Thomas D. Sheriff, Hamburg Bros., Pittsburgh, GES 1950-51, who presented a wristwatch from the Zebras to Mr. 
Sansoni in thanks for his year’s leadership (CFM July p. 21); L. R. Folda, president of W. J. Bailey Co., San Diego, GES 
1953-54, who at the 58th Credit Congress in San Francisco was recipient of a silver tray presented by President D. M. 
Messer for outstanding membership service; Mr. Sansoni; Mr. de Pass; and J. Bowling Charles, assistant manager 
New Orleans Credit Men’s Association, then Grand Zebratary-Zebrayer. 


ZEBRAS FETING SILVER ANNIVERSARY 


BSERVING its Silver Annivers- 

ary, the Royal Order of Zebras, 
member-getting organization func- 
tioning within the National Associa- 
tion of Credit Management, is making 
stand-out preparations for record at- 
tendance at the 64th Annual Credit 
Congress May 15-19 in St. Louis, 
and special activities to signalize 25 
years of service to credit organiza- 
tion. 

The Zebras, whose black-and-white 
striped headgear is so markedly in 
evidence at national conventions, 
have a three-point program through 
their National Corral and _ local 
Herds. While membership work is 
their Number One project, the Zebras 
also emphasize active participation 
in the objectives and services of Na- 
tional and promote personal rela- 
tionships of camaraderie in order to 
encourage fraternal cooperation 
among members. 


Broached at Seattle in 1928 


The idea of such an organization 
was hroached at the National credit 
Convention in Seattle in 1928. Soon 
thereafter the first Zebra Herd was 
formed, in Los Angeles. 


It was at the Credit Congress in 
Pittsburgh in 1935 that formal or- 
ganization and charter on a national 
scale were effected. 

The national membership roll, 
now numbering almost 800 men, all 
credit executives, includes besides the 
National Corral and the mentioned 
Los Angeles unit, local Herds set up 
in Pittsburgh, Oakland, St. Louis, 
New Orleans, Memphis, Toledo, San 
Diego, Milwaukee, Wichita, Boston, 
Dayton—and Hawaii. 

The Zebra emblem was designed 
and chosen by the charter members 
to designate that the wearer of the 
Zebra cap, like the military’s private 
first class or corporal, has “earned 
his stripes” in membership promo- 
tion. 

Membership requirements, both 
prior to and after election, are to 
obtain each year at least the mini- 
mum number of new or reinstated 
NACM members stipulated by the 
local Herd. The few other Zebra 
members are required to pay annual 
dues. 

In its program to exert its influence 
as widely as_ possible, the Royal 


Order of Zebras annually presents a 
silver tray to the NACM member who 


has contributed most to increased en- 
rolment and advancement of member- 
ship. The recipient need not be a 
Zebra. 


Another annual award is presented 
to the “Zebra of the Year”, who has 
performed outstanding service in fur- 
thering membership efforts of his local 
NACM affiliate. 


Practically every office in National, 
including the presidency, has been 
held at one time or other by a Zebra. 


John G. dePass Is Superzeb 


The National Corral will climax 
its year of activity with the events 
now shaping up for the NACM con- 
vention in St. Louis. John G. dePass 
of National—U. S. Radiator Cor- 
poration, Johnstown, Pa., is Grand 
Exalted Superzeb. Functioning as 
Vice Grand Exalted Superzeb is Wil- 
liam A. Ware of Van Waters & Rog- 
ers, Inc., Los Angeles. The Grand 
Zebratary-Zebrayer is Paul Taggart 
of The Credit Association of Western 
Pennsylvania, Pittsburgh. Serving as 
Grand Councilor after a busy year 
as Grand Exalted Superzeb is Joseph 
D. Sansoni, Avondale Marine Ways, 

(Concluded on following page) 
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U. S. SENATOR LEVERETT SALTONSTALL (holding program) was banquet 
speaker at the New England District Credit Conference. (L to R) George E. 
Phalen, Jr., The First National Bank of Boston, Conference chairman; Sen. 
Saltonstall; Albert Pauly, of Samuel Cabot, Inc., president of the New England 
Association of Credit Executives; and Raymond T, Custer, Graybar Electric Co., 
Inc., program chairman. 


MEMA Establishes Permanent 
Graduate School Scholarships 


Motor and Equipment Manage- 
ment Association, Frederick J. Lan- 
ning general manager, has estab- 
lished a perma- 
nent scholarship 
fund which an- 
nually will pro- 
vide three ex- 
perienced credit 
executives with 
one-year scholar- 
ships to the 
NACM Graduate 
School of Credit 
and Financial Management, at either 
Dartmouth College or Stanford Uni- 
versity. 

Members and non-members of 
MEMA may apply by writing a paper 
of 250 words or less, explaining why 
they feel qualified for the award. The 
papers are to be sent to Scholarship 
Committee, Motor and Equipment 
Manufacturers Association, 250 West 
57th St., New York 19, N.Y. Names 
of the three winners will be an- 
nounced at the 64th Annual Credit 
Congress, in St. Louis May 15-19. 

Mr. Lanning, scholarship commit- 
tee chairman, made the presentation 
last year at the Dallas convention to 
Clinton L. Eckstrom, credit manager 
Ditzler Color Division, Pittsburgh 
Plate Glass Co., Detroit; Donald 
W. Lindstedt, credit representative 
American Can Co., San Francisco, 
and Carl J. Unverferth, assistant 
credit manager Wagner Electric 
Corp., St. Louis. 





F. J. LANNING 


Leonard Marks Assistant Dean 
Stanford’s School of Business 


Leonard Marks, Jr., assistant pro- 
fessor of finance in Stanford Uni- 
versity's Graduate School of Busi- 
ness, has been 
appointed assis- 
tant dean. He 
will continue 
teaching com- 
mercial banking 
and business 
credit and will 
have charge of 
the graduate 
school’s admis- 
sions and alumni relations. 

Professor Marks, consulting as- 
sociate of NACM’s Credit Research 
Foundation Inc., and member of the 
faculty of its Graduate School of 
Credit and Financial Management, 
has been at Stanford since 1955. He 
came from the faculty of the Harvard 
school of business, where he received 
his master’s degree in business ad- 
ministration in 1948. Earlier he had 
been assistant credit manager of 
American Smelting & Refining Co. 

Graduate of Drew University in 
Madison, N.J., Mr. Marks also served 
on the faculty of the Nestle School 
of International Management in Swit- 
zerland and was an editor of NACM’s 
Credit Management Handbook. 


LEONARD MARKS 


Watch the pennies and the dollars 
will take care of your taxes. 


—N. A. Rombe 
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ZEBRAS’ 25TH YEAR 
(Concluded from preceding page) 

New Orleans, president-elect of tue 
New Orleans Credit Men’s Associa- 
tion. 

Six Rangers advance Zebra and 
NACM interests sectionally. Atlan ‘ic 
Ranger is Martin H. Stenzel, Con. 
solidation Coal Co., Pittsburgh; East. 
ern Ranger, Gordon H. Strang, U. S. 
Fidelity & Guaranty Co., Boston; 
North Central Ranger, James W. 
Marsteller, The De Vilbiss Company, 
Toledo; South Central, Leo J. Hay. 
del, Woodward, Wight & Co., Ltd.. 
New Orleans; Pacific Ranger, Nor- 
man H. West, McCullough Tool Co.. 
Los Angeles; Western Ranger, Ken 
P. White of Blake, Moffitt & Towne, 
Oakland. 

The Zebra Booth will be prom. 
inently located at the headquarters 
hotel in St. Louis during the Credit 


Congress. Stop by for a word of 
“Hello.” 
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CREDIT CONGRESS 
(Concluded from page 33) 


they can visit or shop in the nearby 
fashion salons, department stores 
and other trade centers within walk- 
ing distance of their hotels. 

At 12:30 P.M. there will be a 
luncheon with favors and an informal 
fashion show. This, too, will have a 
“new feature” both at the luncheon 
and in attendance prizes. 

The “House of Friendship” will be 
staffed by the St. Louis Credit Wives 
who will have information instantly 
available regarding attractions—edu- 
cational, sartorial, and recreational. 

All this careful planning and hard 
work is in the desire to make your 
visit to the Credit Congress com- 
plete. Avail yourselves of this op 
portunity! You will long remember 
all that the convention women have 
prepared for you. 

The committees are looking for- 
ward to “Meeting You in St. Looie.” 




























































































































































































U. S. Per Capita Output Rise 
Slows to Walk: Economists 











Per capita output in the United 
States “has shown little if any rise 
during the past five years, in striking 
contrast to the vigorous growth of 
the rest of the world,” 11 economists 
agreed in a forum conducted by 
the National Industrial Conference 
Board. 

























































EVER turn down an account be- 

fore you have complete informa- 
tion, but first know and apply the 
“lubricants” that make for success- 
ful credit operation, executives were 
advised by panelists at an educational 
meeting for the “Second Echelon of 
Credit” — assistant creditmen and 
trainees—of The Cleveland Associa- 
tion of Credit Management. 

Participating were H. C. Colasant 
of American Greetings Corporation; 
| J. M. Hine, of Harris Seybold Com- 
pany, and George Creel of Motch & 
Merryweather Machinery Company. 

Many marginal accounts who op- 
erate soundly but lack sufficient work- 
ing capital can be developed into 
profitable customers, said Mr. Colas- 
ant. 

The starting point, he explained, 
is to train the salesman to get as com- 
plete information as possible, such 
as names of suppliers and banks for 
references, location or headquarters 
of the account’s other business inter- 
ests, and addresses of other stores 
operated. 
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If there are no listings or ratings 
on the prospective account, check the 
references and order credit reports on 
its business experience, amounts of 
starting capital and loans. “If capital 
is small, the background information 
is most important.” Any account not 
on a controlled basis should be re- 
viewed at least once a month, 
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Before dunning any past-due ac- 
count, Mr. Colasant advised, “be sure 
you have a complete credit file con- 
taining recent balance sheet and pro- 
fit and loss statements, interchange 
teport with ample number of clear- 
ances, report of your personal discus- 
sion with the customer and results of 
the salesman’s reports.” 
























Make Periodic Reviews 


Make periodic reviews of the finan- 
cial information available, such as 
tatio of cash to current debt, cash 
and receivables to current debt, cur- 






ited 

rise Bent assets to current liabilities 
cing § (Working capital in inventory), total 
1 of debt to net worth, inventory to sales, 
sists | 'eceivables to credit sales. 

by § lhe cardinal sin in collecting 





money is to collect the money but 
lose the account.” Citing the proced- 









Collecting Money But Losing Account 


Is Cardinal Credit Sin, Says Panelist 


ure of his company, Mr. Colasant 
suggests this sequence: first, a form 
letter, then a dictated letter, brief, 
explaining items, and addressed to 
the person in authority and to the 
location from which bills are paid. 
Next a telephone call, answering his 
questions; then a telegram but care- 
fully worded; finally, a personal 
visit. 

“We in the credit profession,” 
Mr. Colasant emphasizes, “never will 
stop learning as long as we have 
customers to create problems for us.” 


“Lubricants”’ for Success 


A decalogue of “lubricants” to 
apply for successful credit operation 
was proposed by Mr. Hine. 


1. Smile. It will make people glad 
they saw you. 2. Tell a joke. Don’t be 
afraid to let others laugh at you and 
with you. 3. Don’t wave the book. 
Win with reasons, not with rules. 
4. Lose an argument. You'll win the 
important ones a lot easier. 5. Culti- 
vate friendships. Take time to know 
the people with whom you work— 
their families, hobbies, ambitions, 
problems. 6. Make the Boss look good. 
It will make you look good too. 
7. Follow instructions. Know what is 
expected, then do it and on time. 
8. Improve your manners. Be graci- 
ous, thoughtful, considerate. 9. Watch 
your grooming. Too many are care- 
less about their personal habits. 





REMINDER! 


Entries for the ANNUAL IN- 
SURANCE PLAQUE AWARD 
are due April Ist. Presentation 
is to be made at the 64th Annual 
NACM Credit Congress in St. 
Louis to that Association which 
has shown the most outstanding 
leadership over the past year 
in promoting among its mem- 
bers a wider knowledge and rec- 
ognition of customer hazards 
and applicable coverages in their 
relation to sound credit man- 
agement, 

Address entries to: Awards 
Committee, National Insurance 
Advisory Council, National As- 
sociation of Credit Management, 
44 East 23rd St., New York 10, 
N.Y. 





10. Be enthusiastic—about your com- 
pany, your department, yourself. 

Mr. Creel reviewed the many bene- 
fits arising from association member- 
ship. 


Rooney Is Named Chairman of 
National Paper Industry Group 


William Rooney of Personal Prod- 
ucts Corporation, Milltown, N.J., has 
been elected chairman of the NACM 
National Paper Industry Credit 
Group. 

John J. Wathey, Lily-Tulip Cup 
Corporation, New York City, is vice 
chairman. The committeemen are 
Woodrow Brong, Dixie Cup Division 
of American Can Company, Easton, 
Pa., and Jerome Goodman of Hud- 
son Pulp & Paper Corporation, New 


York. 


PANEL DISCUSSION highlights Cleveland Association’s educational meeting for 


the “Second Echelon of Credit”—assistant creditmen and trainees. Left to right: 
John M. Hine, Harris Seybold Co.; George Creel, Motch & Merryweather Machin- 
ery Co.; Louis R. Compton, Harshaw Chemical Co.; Ralph H. Coleman, assn. 
administrative secretary; T. J. Andres, Sherwin Williams Co.; and H. C. Colasant, 


American Greetings Corp. 
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Nathanson Succeeds Bullen, 
Past NACM Vice President, 
As Lever Bros. Credit Chief 


With the retirement of Osbon W. 
Bullen, past NACM vice president 
and director, after 40 years at the 
head of the 
credit depart- 
ment of Lever 
Brothers Com- 
pany, Albert J. 
Nathanson _ has 
been advanced to 
general credit 
manager. 

Mr. Nathan- 
son joined Lever 
Brothers in 1939 as assistant to the 
general credit manager. Subsequent- 
ly he was named assistant credit 
manager and_ recently — regional 
credit manager, Chicago. 

Holder of degrees from Boston 
College and Harvard Graduate 
School of Business Administration, 
Mr. Nathanson is a director of 
NACM’s National Food Manufac- 
turers Credit Division and National 
Milling and Allied Lines Credit 
Division. He is a former director 
and executive committee member of 
Chicago-Midwest Credit Manage- 
ment Association. 

Mr. Bullen, after graduation from 
Mount Hermon School in 1914 and 
two years at Boston University, 
entered Army service, was a 2nd 
Lieutenant of Field Artillery, 77th 
Division, in World War I, and re- 
ceived the Purple Heart and Silver 
Star. He went with Lever Brothers 
Company in 1919. 

Mr. Bullen was vice president of 
NACM in 1938-39, on the board of 
governors of the Credit Interchange 
Bureaus (1935-37). He was a char- 
ter member of the National Food 
Manufacturers Credit Division, its 
chairman in 1950-51. He had been 
president and director of the New 
England Association of Credit Ex- 
ecutives, Inc. 


A. J. NATHANSON 


Banks’ Life Insurance Sales 


Record sales of savings bank life 
insurance in 1959 registered 41,- 
443 policies totaling $113.9 millions 
in force, bringing the total of such 
insurance above the billion dollar 
mark, says the National Association 
of Mutual Savings Banks. 


J AMES H. DONOVAN (left), re- 
ceiving plaque from the Credit As- 
sociation of Western Pennsylvania for 
his outstanding service as president 
of the National Association of Credit 
Management. Mr. Donovan, assistant 
treasurer of Jones & Laughlin Steel 
Corporation, Pittsburgh, is immediate 
past president of National. Officiating 
is Robert W. Haley, assistant vice pres- 
ident of Mellon National Bank & Trust 
Co., who heads the affiliate organiza- 


tion. 
Pittsburgh Press Photo by Paul Kurtz 


43 of 100 Firms Having $1,000 


Fire Loss Never Reopen: Moran 


Citing various types of losses ex- 
perienced by commercial companies 
because of inadequate insurance 
coverage, Edwin B. Moran, execu- 
tive vice president of the National 
Association of Credit Management, 
told members of the New Orleans 
Rotary Club that 43 of every 100 
concerns which suffer a loss of 
$1,000 or more from fire never re- 
open their doors. 

Of copartnerships in which a 
partner has died, one out of three 
of those businesses has been forced 
to go through negotiation or liquida- 
tion because of the absence of a co- 
partnership contract and _ business 
insurance, Mr. Moran said. 

With “Five Cs of Credit” as his 
topic, he described the roles played 
by character, capacity, capital, con- 
ditions and coverage, and defined 
coverage as “insurance protection 
against business-wrecking hazards.” 


A successful man _ keeps 
looking for work after he 
has found a job. 


—Raymond Duncan 
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National Traffic Appliance 
Credit Group Picks Stafford 


Michael Stafford of Proctor Elec. 
tric Company, Philadelphia, is tie 
new chairman of NACM’s National 
Traffic Appliance 
Manufacturers 
Credit Group. 

Elected vice 
chairman for 
1960 is John 
Roth of Ronson 
Corporation, 
Woodbridge, 
N.J. 

Chosen chair- 
man of the membership committee is 
Michael Murphy of United States 
Time Corporation, Waterbury, Conn. 

The counselor is past chairman 
Edward Claussen, of Remington 
Rand Electric Shaver Division, 
Bridgeport, Conn. 


MICHAEL STAFFORD 


‘“‘Paraproprietal” Society; That’s 
Word for Pension Development 

A new turn in American capital- 
ism, signalized by rapid institution. 
alizing of property ownership, is de- 
veloping with the spread of indus. 
trial pension funds, says Paul P. 
Harbrecht, S.J., in a Twentieth Cen. 
tury Fund report. He says new 
terms are needed to describe the 
new concepts, suggests “parapropri- 
etal society”—a society beyond prop- 
erty, representing aggregations of 
wealth neither public nor private 
property. 

With more than one-fourth of the 
nation’s working population covered 
by private pension plans, he argues 
that these funds already are in a 
position to affect the balance of 
forces in the economy by their in- 
fluence on the level of savings, 
capital markets, and buying power 
of millions of workers. 


How High the Moon? States’ 
Lawmakers Boost Tax Rates 


On with the tax dance! Though 
state tax collections were at a record 
top, higher taxes and new taxes were 
enacted in state after state by law: 
makers in 1959 legislative sessions. 
(See 1960 Crepir MANuAL oF Com: 
MERCIAL LAWS.) 

In Pennsylvania a boost to 3% 
per cent earlier in the year was not 
enough, and so a second increase, t0 
4 per cent, was voted by the same 
session. 
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Pagewide Front Page Article 
Boosts Pool Equipment Group 


A pagewide headline and front 
page article in the “Swimming Pool 
Weekly,” published at Fort Lauder- 
dale, Fla., to reach 7,000 swimming 
pool supply organizations, was 
achieved recently for the National 
Swimming Pool Equipment Credit 
Club, National Association of Credit 
Management. 

The article, headed “Credit Group 
Sees Nationwide Net Soon,” and 
taking almost a full column of type, 
consisted of an interview in Los 
Angeles with the Group chairman, 
Stanley Myers, vice president of 
American Concrete Products Com- 
pany. (Mr. Myers’ picture is repro- 
duced below as it appeared in the 


| Weekly.) 


“The Credit Group, set up from the 
outset as a national organization, 
has grown rapidly,” the article stated. 
“As more industry people realize 
the service this needed operation 
can perform to their advantage, they 
will clamor for admission.” 


After listing the Group members 
and their companies, the interviewer 
added: “Manufacturers or wholesale 
suppliers interested in affiliation with 
the Group should contact John 
Hunayager, Credit Managers Associ- 
ation of Southern California, 1501 
W. 8th Street, Los Angeles 17, 


California.” 


Stanley Myers 


Kershner East Pennsylvania Secretary 


As Thomas Ends 20 Years of Service 


FTER two decades of continu- 
ous service as secretary and 
manager of The Credit Men’s As- 
sociation of 

Eastern Penn- 

sylvania, J. Stan- 

ley Thomas has 

retired from the 

post. He will, 

however, con- 

tinue in an ad- 

visory capacity 

: until October 

J. S. THOMAS lek. 

A gold pin from the National 
Association of Credit Management, 
a testimonial to Mr. Thomas’ achieve- 
ments during his tenure of office, 
was presented at the Christmas Party 
of the local association, in Philadel- 
phia. Officiating was James W. 
Sattazahn, president of the Eastern 
Pennsylvania affiliate. (Picture in 
February CFM page 41) A bag con- 
taining 20 silver dollars was also 
given to the honor guest. 

Mr. Thomas has been in credit 
work practically all his business life. 
Early he had been a_ mercantile 
agency reporter for The Bradstreet 
Company (now Dun & Bradstreet), 
and a credit manager. 

For 25 years he taught credit and 
collection courses at the evening 
school of Temple University. 


Explosion-Proof Refrigerator 
Is Essential at Many Sites 


Increasing need for explosion- 
proof devices, particularly refriger- 
ators, in thousands of hazardous loca- 
tions such as in petroleum refineries, 
chemical plants, research laborato- 
ries, natural gas transmission line 
pumping stations, hospitals and oth- 
ers, is pointed out by Albert E. Man- 
ning, executive vice president and 
chief engineer, Kelmore Service, Inc., 
Newark, N. J., whose company has 
developed an explosion-proof refrig- 
erator approved by Underwriters’ 
Laboratories. 

“There are about 150 different 
flammable or explosive materials 
which may be found on these loca- 
tions,” he said, “with flash explosion 
and flammability points ranging 
from 2 to 80 per cent of air, but 
some flash at below zero.” 


ARREN H. KERSHNER, newly 
named secretary and manager 
of The Credit Men’s Association of 
Eastern Pennsy]l- 
vania, brings to 
the position wide 
experience in 
credit and finan- 
cial executive 
management. 

After attend- 
ing Albright Col- 
lege in Reading, 
Pa., Mr. Kersh- 
ner began with Dun & Bradstreet in 
1940 as financial investigator at 
Reading, compiling information on 
manufacturing, wholesale and retail 
businesses for promotion of credit. 
In 1946 he was appointed supervisor, 
assisting in decisions involving large 
amounts of credit and having respon- 
sibility for training and direction of 
10 other financial investigators. 

From 1950 to 1952 Mr. Kershner 
was assistant manager of the Phila- 
delphia city department with a staff 
of 65. In this period he was graduated 
from the Wharton evening school of 
the University of Pennsylvania. In 
August, 1952, he became district 
service manager (except sales), 
Washington, D.C., with direct deal- 
ings with Government agencies, and 
handling D&B customer relations and 
group training for credit managers. 
He taught commercial credit courses 
at Southeast University in Washing- 
ton. 

In 1957 he became business mana- 
ger of Hycon-Page Engineers, Cam- 
bridge, Mass., and organized and 
maintained support facilities for the 
company’s survey of a U.S. Govern- 
ment multimillion dollar telecommun- 
ication project in Southeast Asia. 

Mr. Kershner is married and has 
his home in Wayne, Pa. 


W. H. KERSHNER 


Photographic GNP to Double 


Gross national product of the pho- 
tographic industry will increase 108 
per cent, to reach $2.5 billions, Peter 
G. Peterson, executive vice president 
of Bell & Howell Company, Chicago, 
told the New York Society of Secur- 
ity Analysts. 
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SPOKANE, WASHINGTON 
March 17-18 

Northwest Credit Conference, includ- 
ing Idaho, Oregon, Washington 
and British Columbia 


¢ 


Daas, TEXAS 

April 20-22 

Annual Conference of the Southwest 
Petroleum Credit Association 


4 


St. Louis, Missouri 

May 12-14 

Annual Meeting of the NACM Affili- 
ate Local Association Secretary- 
Managers 


+ 


St. Louis, Missouri 
May 15-19 
64th Annual Credit Congress 


PERSONNEL MART 


Credit-Office Executive Available 


GENERAL Credit-Office Manager 23 
years’ experience, Wharton gradu- 
ate, presently employed supervisor 
credit, collections, office policies for 
multiple manufacturing operation. 


CFM Box #490. 


Operations Manager 


24 YEARS with large West Coast 
firm. Branch management operating 
controls including budgeting, oper- 
ating statements, customer contact, 
service to customers, sales forecasts, 
distribution, credit, collections, office 
and personnel management and train- 
ing. Seek position West Coast firm. 
Available immediately. Write: CFM 
Box #491. 


Seeks Management Position 


FINANCIAL EXECUTIVE, fully quali- 
fied for top level management posi- 
tion. Age 34, will relocate and travel. 
Salary $10,000 to $12,000. CFM Box 
#492. 


CALENDAR OF EVENTS IMPORTANT TO CREDIT 


St. Paut, MINNESOTA 
September 23-24 
North Central Credit Conference in- 
cluding Minnesota, North Dakota, 
Manitoba 


¢ 


New York, New York 

September 29-30 

New York Credit Management Work- 
shop 


£ 


New York, New YorkK 

October 9-12 

36th Annual Conference of Amer- 
ican Petroleum Credit Association 


£ 


LOUISVILLE, KENTUCKY 

October 14-16 

Twentieth Annual Midwest Credit 
Women’s Conference 


4 


PHOENIX, ARIZONA 

October 17-19 

Annual meeting of the Secretary- 
Managers of the local associations 
of the Western Division. 


£ 


Des Moines, Iowa 

October 19-21 

Tri-State Credit Conference, repre- 
senting Iowa, Nebraska and South 
Dakota. 


¢ 


CINCINNATI, OHIO 

October 20-21 

Ohio Valley Regional Credit Con- 
ference, including Ohio, Western 
Pennsylvania, West Virginia, Ken- 
tucky and Eastern Michigan. 


£ 


San Dieco, CALIFORNIA 

October 20-21 

Pacific Southwest Credit Conference, 
including California, Arizona, 


Utah, Colorado, Nevada. 
& 


BALTIMORE, MARYLAND 
October 20-22 
NACM Eastern Division Credit Con- 


ference 
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Charles P. Dumas 






Secretary-Treasurer Dumas of 
Quebec Credit Association Dies 


Death of Charles P. Dumas, sec- 
retary-treasurer and manager of the 
Canadian Credit Men’s Trust Asso- 
ciation, Quebec Association, Mont- 
real, ended 31 years of service to 
the Canadian Credit organization, 
beginning in 1928. He had _ been 
manager at Montreal since 1937. He 
was also a_ business consultant, 
licensed trustee and receiver and 
registered industrial accountant, 
commissioner of the superior court 
and justice of the peace for the prov- 
ince. 



















At the time of the Second Interna- 
tional Credit Congress of the Na- 
tional Association of Credit Manage- 
ment and the CCMTA, and 57th an- 
nual NACM convention, in Montreal 
in 1953, Mr. Dumas was assistant 
bursar of The Canadian Credit In- 
stitute, The Society of Industrial and 
Cost Accountants, and a Fellow of 
the Chartered Institute of Secretaries. 










He was past president, national 
and for Quebec, of the Society of 
Industrial and Cost Accountants, of 
the Canadian Progress Club of 
Montreal, and the Cost and Manage- 
ment Institute, and held many other 
posts. 














Internal Dishonesty Toll 


Internal dishonesty cost the drug 
industry more than $50 millions in 
1959, wholesalers $10 millions, the 
National Wholesale Druggists Asso- 
ciation convention at Bal Harbour, 
Fla., was told by Norman Jaspan, 
management consultant. 
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Treasurer of Ohio Company 
Writes, Practices Credit 


The president of The Cleveland 
Association of Credit Management, 
Morris Richman, treasurer, control- 
ler and director of The Burdett 
Oxygen Company of Cleveland, Inc., 
is known on a national scale to 
CREDIT AND FINANCIAL MANAGEMENT 
readers. An article by him, on in- 
surance, appeared in a symposium 
published in October 1954; another 
article has been published in the 
booklet “What to Look for in Finan- 
cial Statements.” 













Corpus Christi Unit Inducts 
Miss May as First President 


Miss Reba May, credit manager of 
Lewis Boggus Motors, Inc., Corpus 
Christi, Texas, has been named presi- 
dent of the Coastal Bend Associa- 
tion of Credit Management, Inc., 
Corpus Christi. This newest affiliate 
of the National Association of Credit 





















Executives in the News 


Management commenced operations 
last fall with full Interchange and 
Collection Service facilities. 

Miss May, a 24-year employee of 
the Ford dealership, has been credit 
manager since 1942. She is presi- 
dent Downtown Business & Profes- 
sional Women’s Club, has served as 
director of the Texas Federation 
B&PW Clubs, treasurer League of 
Women Voters, and president Credit 
Executives of Corpus Christi. 

Brice J. Martin is the secretary- 
manager of the new association. 


Three-Phase Activity Program 
Marks His Credit Objectives 


Since going with The General 
Fireproofing Company, Youngstown, 
Ohio, manufacturer of office furni- 
ture and equipment in 1947, J. L. 
Grim has always been active in the 
Youngstown Association of Credit 
Management, having served as chair- 
man of a number of committees, as 
director since 1956. Now he has 
been named president of the associa- 
tion. 

Credit manager of General Fire- 
proofing since 1950, Mr. Grim is 
associate instructor of “Credits and 
Collections” in the school of busi- 
ness administration of his alma 


mater, Youngstown U. (B.A. 1947). 


From Teletype to Business, 
Professional Leaderships 


Native Virginian B. W. L. Blanton 
III is a citizen of, and in, credit to 
the Old Dominion. Since 1957 as- 
sistant secretary Larus & Brother 
Company, Inc., Richmond, Mr. Blan- 
ton began his career as WU teletype 
operator. In Larus company he ad- 
vanced from clerk-stenographer in 
1933, to credit manager in 1941, to 
credit and insurance manager 1952. 

Now president of the Richmond 
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Association of Credit Management, 
Mr. Blanton holds the Fellow Award, 
National Institute of Credit. He is 
past president Richmond Chapter 
NIC and past director Virginia- 
Carolina Chapter, American Society 
of Insurance Management. 


Bank Executive Is Leader of 
Credit and Education Groups 


Robert W. Haley, assistant vice 
president, Mellon National Bank and 
Trust Company, Pittsburgh, has been 
named president of The Credit As- 
sociation of Western Pennsylvania. 
In the association he served on the 
Credo Committee, was its chairman 
for two years. Mr. Haley is director 
in a number of companies and he 
was president of the Avalon Board 
of Education in 1954. 

With the bank since graduation 
from Penn State College (A.B. 
1929), Mr. Haley is a member of 
Delta Sigma Rho and Pi Delta Epsi- 


lon (forensic and journalism). 


Law Underlies Finance 
Work in Ohio Company 


A member of the Toledo and Ohio 
Bar associations, T. O. Metcalf re- 
cently was named president of The 
Credit Association of Northwestern 
Ohio (Toledo). Mr. Metcalf’s posi- 
tion as assistant treasurer, assistant 
secretary and credit manager of the 
Toledo Scale Company requires at- 
tention to laws dealing with secured 
transactions and installment financ- 
ing. 

His law studies, interrupted by 
service in the Army Signal Corps, 
were resumed upon his discharge in 
1946 with rank of captain. In 1949 
he joined the legal department of 
Toledo Scale Company. He has 
served as Civic League and Com- 
munity Chest officer. 








PortLanp, OrE.—Senator Richard L. Neuberger, himself a native 
of Portland, addressed the monthly dinner meeting of the Port- 
land Association of Credit Men, on “Fiscal Responsibility in 
Government.” 

Six consecutive Monday evening credit education lectures, in 
a series sponsored by the association and chaired by James 
E. Coats, of Jantzen, Inc., head of the education committee, 
had as their individual subjects: “Business Trends,” with 
George M. Henderson, vice president and manager, 6th & 
Morrison branch, First National Bank of Oregon; “Bonding 
and Lien Laws,” with Arno H. Denecke, circuit court judge, 
Multnomah county; “Customer Counseling,” a panel discussion 
with E. W. Pogue, Hyster Co. as moderator and these partici- 
pants: C. A. Parker, General Mills, Keith Denney, Woodbury 
& Co., R. N. Woodruff, Oregonian Publishing Co.; legal dis- 
cussion by E. A. Boyrie and F. Brock Miller, attorneys; “Small 
Business Administration,” with John G. Barnett, branch man- 
ager SBA. The lecture on “Varied Systems Procedures” had 
scheduled field trips to three organizations for guidance in 
how credit information can be incorporated by use of IBM 
and Remington Rand SUIAP systems. 


PirrspurcH, Pa.—“Significance of Bank Officers on Industrial 
Directorates” was pointed out by Philip S. Shoemaker, vice 
president commercial loan div., Pittsburgh National Bank, at 
the Credo luncheon meeting of The Credit Association of West- 
ern Pennsylvania. Mr. Shoemaker is chairman, committee on 
special activities of the small business credit commission, 
American Bankers Assn. 

“Corporate Investment of Idle Funds” was subject of H. H. 
Wunderlich, treasurer, Jones & Laughlin Steel Corp., at the 
following meeting. Topics of subsequent meeting speakers 
were: “Lowering the Break-Even Point through Profit Plan- 
ning,” by Marshall K. Evans, director of management services, 
Westinghouse Electric Corp.; “New Labor Legislation,” 
Nicholas Unkovic, attorney, of Reed, Smith, Shaw & McClay; 
“Problems of Communication in Organizations,” Dr. Harold 
J. Leavitt, professor of industrial administration and psychology, 
graduate school Carnegie Institute of Technology. 


Urica, N.Y.—A joint meeting of the Central New York Associa- 
tion of Credit Men and the Association of Cost Accountants 
had as speaker Jerome Steicher, asst. vice president, Lincoln 
Rochester Trust Co. His talk was titled “A Banker’s Measure 
of Successful Management.” 


Boston, Mass.—Members of the Boston Chapter, National In- 
stitute of Credit, heard John P. McMahon, CPA, former special 
agent in the Treasury Department, on “Tax Fraud and Its 
Relation to Credit Evaluation.” 

The Credit Women’s Group of the New England Association 
of Credit Executives, Inc., turned its attention to “Effective 
Letter Writing” as presented by Prof. Frederick W. Cole of 
Boston University. 


Houston, Texas—Tight money was subject of Dr. James A. 
Byrd, economist, National Bank of Commerce, at the meeting 
of the Houston Association of Credit Management. 


Hono.utu, Hawan—Banquet meeting jointly sponsored by the 
Hawaii Association of Credit Management and the Honolulu 
Retail Credit Association, had as speaker David K. Blair, 
credit sales manager, H. Liebes & Co., San Francisco, presi- 
dent of the National Retail Credit Assn. 


CLEVELAND, On10—Central National Bank and the Cleveland As- 
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sociation of Credit Management in a jointly sponsored dinner 
meeting at the bank presented this panel of experts to discuss 
the outlook for hard goods, soft goods and money: Roger 
Brown, economist, Republic Steel Corp.; James D. McClimans, 
secretary and treasurer, Joseph & Feiss Co., and Fred O. Kiel, F 
senior economist-office manager, research dept., Federal Re. 
serve Bank of Cleveland. D. S. Clarke, vice president, Central 
National Bank, and past president of the Cleveland association, 
was moderator. 


Los ANGELES, Catir.—The Credit Managers Association of South. 
ern California was co-sponsor with the Los Angeles Chamber 
of Commerce of a meeting devoted to the business outlook 
for the months ahead. 


PHILADELPHIA, Pa.—Edwin B. Moran, executive vice president, 
National Association of Credit Management, discussed “1960 
Challenge to Credit Management” at the annual luncheon 
meeting sponsored by the credit education committee of The 
Credit Men’s Association of Eastern Pennsylvania. Dean Harry 
A. Cochran of the school of business and public administration, 
Temple University, was guest of honor at the meeting, at 
which National Institute of Credit Associate Awards were of 
ficially presented. Edward R. Costello, credit manager, Edgcomb 
Steel Co., chaired the meeting. 


Rocnester, N.Y.—“Credit Ethics in Industry” was topic of 
Charles W. Pritchard, treasurer, Stromberg-Carlson div., Gen- 
eral Dynamics Corp. and a director of National, at the meeting 
of the Rochester Credit Women’s Group. 

Bankers’ Nite meeting of the Rochester Credit & Financial 
Management Association heard Dr. Merle T. Welshans’ in- 
triguingly titled talk “Economic Growth—A New National 
Obsession.” The Management Discussion Group of the as 
sociation at its regular monthly meeting was addressed by 
Dick Scott and George Angle on the topic “A Small Business 
Man Approaches His Banker.” Mr. Scott is commercial loan 
officer and head of small business dept., Genesee Valley Union 
Trust Co., and Mr. Angle is his associate there. 


San Francisco, Carir.—One-day regional credit conference of 
the Credit Managers Association of Northern and Central 
California, held in Sacramento, had in addition to panelists 
these speakers: George H. Wilson, on “Observations of an 
American Abroad”; Mrs. Lillie Blanchard, “Women in Credit,” 
and Dr. Theodore Anderson, economic director State of Califor 
nia, “The Economic Outlook.” 


Syracuse, N.Y.—With members of the Syracuse Association of 
Credit Men as their guests, the Women’s Group held a sym: 
posium on “Why Was I a Creditor?” with these participants: 
Russell F. Coonley, Lennox Industries; Hazelle Olney, Requi 
Elecl. Sup. Co., Rochester; George Small, Smith & Caffrey 
Steel Co.; John Keller, Oneida, Ltd.; and Howard Stanard, 
Lincoln National Bank & Trust Co., as moderator. Miss Olney 
is member National Credit Women’s Executive Committee. 


St. Louis, Mo.—Top Management Night dinner meeting, jointly 
sponsored by the Credit Women’s Club of St. Louis and the 
St. Louis Association of Credit Management, had as gues 
speaker Rev. Charles Dismas Clark, S.J., founder of a home 
for ex-convicts. Ralph E. Brown, vice president Marsh & 
McLennan, Inc., St. Louis, and National vice president central 
division, delivered the invocation. 

“Using Your Bank in Your Credit Work” was the subjet! 
probed by Kirk Jeffrey, vice president, Manchester Bank of 
St. Louis, at an earlier meeting of the credit women’s group. 
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AMONG NEW LAWS DETAILED INVALUABLE AID TO ALL CREDIT MANAGERS 


ONLY in the 1960 CREDIT MANUAL will you find in one volume Frequently referred to as the CREDIT MANAGER'S 
BIBLE—a practical, up-to-date guide to Credit and Sales 
Management every day problems and legal aspects of 





the many changes in Federal and State laws enacted in 1959... 










= Vital to credit operation in Bankruptcy matters are the several the credit function, presenting the gist of laws and 
by amendments to the Federal Chandler Act . . . Many new laws and regulations, Federal and State, which affect Sales and 
ness substantial changes in existing laws resulted from sessions of the Credit. 
= legislatures of 47 states including Alaska and Hawaii . . . Sales ACCURATE AND CONDENSED REFERENCE BOOK 
and Use Taxes were adopted or increased in six states . . . Arkansas to effectively meet your needs in the uncertain and com- 
and Texas adopted the Uniform Trust Receipts Act, and stricter petitive months ahead, providing answers to your legal 





problems in clear, concise layman's language, answering 
your legal questions from receipt of order to collection 
of the account. 


four amended theirs . . . The trend toward increasing the amount CAN SAVE YOU THOUSANDS OF DOLLARS 


of property or wages Exempt from Execution was reflected by in handling the vital sales and credit ‘Net that arise 
regularly and daily in your credit sales and collections. 


statutory control of Retail Instalment Contracts was voted in seven 






states . . . Amendments on Assignment of Accounts Receivable were 






voted in four states . . . Two enacted new Factors’ Lien statutes; 








changes in seven states . . . Bad Check laws were amended in four 





.. . Details of these and many more enactments will be in the 
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THE NEED 
FOR MONEY 
NEVER STOPS... 


nd, even after the product is shipped factured merchandise on your distributors 
distributors, more financing is often premises. These receipts —evidence of our 
control and our responsibility—assure pay 
credit managers can cope ment for your,merchandise as it is with 
ncreased funds, without drawn. Our receipts can also be used as 
credit policy on their sound security for a loan by your company 
rders if advantageous 
Sue warehouse For more complete information write 


on manu or telephone 


NOUGLAS-GUARDIAM 
WAREHOUSE CORPORATION 


EXECUTIVE OFFICE: 118 North Front Street 
PO. Box 397) New Orleans |, Louisiana 
MAgnolia 5353 


32 Offices throughout the Country 





